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“It can even sell War Bonds ... 
right this minute!” 


"The small house in our experience is the common denominator of interest 
for professionals (building) and laymen alike. In a good many ways it sums 
up what we are fighting for. The dream of a small house to come, if worked 
out with real appreciation of what the war is about and what the peace 
potential is, can be potent propaganda for our side. It can even sell War 
Bonds . . . right this minute." 

—Architectural Forum, September, 1942. 


FOR VICTORY AND THE "PEACE POTENTIAL"... 


BUY U. S. WAR BONDS NOW 


..- and keep in touch with Frost Pine Service 








FROST LUMBER INDUSTRIES, Inc. 


St. Louis, Mo. SHREVEPORT, LOUISIANA New York City 











AMERICAN LUMBERMAN, Published every other week by The American Lumberman—Established 1873—Office of Publication, 431 South Dearbora 
Street, Chicago, Ill Entered as second-class matter March 28. 1932 at the Post Office at Chicago. Illinois. under the Act of March 3. 1879. 





AMERICAN 
LUMBERMAN 


THE MANAGEMENT MAGAZINE 
OF THE LUMBER AND BUILDING 


e FEBRUARY G, 1843 





MATERIAL FIELD 
el ok ae ga edeaek ne oe oe on ate eee 
Management Guide Post....................... 0.000 eee eee eee AS 
eS rer et 


A 12-page summary of sales opportunities for build- 
ing material dealers during 1943 





NY ES 2) on: aaradio wwe bed Meee te eee ee one 
The Prefabricated House—Is It To Be?............................... 28 
No. 2 in the series on mass housing 
Paint and Wallpaper Justify Separate Store....................... 982 
Ohio Association of Retail Lumber Dealers......................... 40 
Kentucky Retail Lumber Dealers’ Association....................... 42 
Mountain States Lumber Dealers’ Association...................... 44 
Indiana Hardwood Lumbermen’s Association...................... 46 
Western Retail Lumbermen’s Association.......................... 48 
Northeastern Retail Lumbermen’s Association...................... 50 
Intercoastal Lumber Distributors’ Association...... 4 ecoidea Melee real ae 
New England Wholesale Lumber Association...................... 52 
West Coast Lumbermen’s Association............................. 54 
DEPARTMENTS 
Published Every Other Week by 
an ne ee ren errs Sree 
431 South Dearborn Street eT ee 36 
Chicago, Illinois ee nee ames te ee, Se 
Telephone, Harrison 4687 Reports from Lumber Markets.................................... 57 
New York Office: ES en a ar ee 
67 West 44th St. St NE Parr, eee rere ee Te ME ACRE 
Murray Hill 2-2240 ED... i. bss oo ed esa Sweet hawd enw ake eks OS eeaee eee 
er ea OT Tee Te an me 
Washington Office: 
3901 Cathedral Ave. INDEX TO ADVERTISERS, PAGE 69 
Boston Office: 
79 Milk St. 
i _M , E. G. GAVIN, M ing Editor; 
seat Seon tee BE BEA Ne: Publier: ORGAN Yost. ‘ac nccuahe Bilier: F. P. SCHUBERT, Associate 


Editor; R. Y. KERR, Washington Editor; F. J. CAULKINS, New England Editor; J. R. HANNON, Cir- 
culation Manager; W. G. SIMPSON, Nee gg J. P. AUSTIN, Western Manager; E. W. 


CHAPMAN, Eastern Representative; G. BERT FOSTER, Southern Manager. 
New Orleans Office: 


i f 1 subscri ign. pos paid: United States and Mexico, $3, Canada, $4. All other 
$22 Perdido St. alees in the Uni a estal = adh $6. Sin fle copies, % cents. Copies of issues prior to the 
Raymond 1950 current year, if available, $1 each. In changing address, give old as well as new address. 


COPYRIGHT 1943 BY AMERICAN LUMBERMAN 
Member 
ABC) Audit Bureau 
of Circulations 




















“We used J-M Asbestos Shingles 
on a new roof...after they'd been 
on another roof for 30 YEARS!” 


says FRED WESTLUND 
Frankclay, Mo. 


IN 1910, Mr. Fred T. 
Westlund was an indus- 
trious craftsman who had 
previously served his ap- 


prenticeship in Sweden. 

His first principle of THIS SCHOOL at Frankclay, Mo. is typical. Built in IN 1940, J-M Asbestos 
business was to build 1910, over 30 years ago, it was roofed by Mr. West- Shingles were found to 
for permanence. Conse- lund with J-M Hexagonal Asbestos Shingles. 30 years be just as weatherproof 
quently he often recom- later he had the contract of wrecking the building. and fireproof! as the day 
mended and used Johns- He then used some of the salvaged shingles on the they were first applied 
yen — Shingles residence of Mr. Edward F. Karsch of Leadwood, Mo. thirty years previously. 























When re-roofing is needed today in order 
to keep property in sound repair, tell your 
prospects about these fireproof “30 year 
plus” shingles. They are an investment in 
permanence and security which is the right 
kind of an investment to make during 
wartime. 


, we ain \ \ 
he! \S 
or ANY 


AN WAN iO \ . For complete information, with samples 
4 ZOOS 
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and prices, write Johns-Manville, 22 East 


N ARRAN \ 
" Vay 40th Street, New York, N. Y. 





TODAY Johns-Manville has developed an entirely new JM J ohns-Manville 


type of asbestos shingle possessing the same perma- 


nence and fireproof qualities, but with new beauty, color 
and texture. Known as American Colonials, these new z 
asbestos shingles are easier to apply—have fewer pieces 


to handle—yet they cost no more! 
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The Challenge of New Competition 


A paint department in your local gasoline filling station is not an idle dream. It 
is about to become a reality unless one manufacturer of paint changes his mind. 
Competition from household appliance dealers for the sale of home insulation is now 
facing many retail lumber and building material dealers, and others are due to get 
it, because a new type of insulation is now being merchandised by one manufac- 
turer through an established chain of 17,000 household appliance stores that have 
little or no household appliances to sell. Another paint manufacturer is seriously 
considering marketing his products through still another type of retailer, whom he 
says has never handled building materials of any kind. 


Whether these wartime measures, and admittedly that is what they are, are smart 
moves or not, are matters that experience will have to teach both the manufac- 
turers of goods to be thus sold, and the executives of the distribution chains so in- 
volved. We view the moves neither as ominous portents of a reshuffling of retailer 
functions for the future, nor as something likely to force lumber dealers temporarily 
into the greeting card, haberdashery, wood coffin, or other business foreign to them. 


We do, however, interpret these moves as recognition by other sales specialists 
of the market available to retail lumber and building material dealers. That mar- 
ket, its expanding opportunities and the ways to sell it are not new to us or to 
our readers. 


We see in the instances of new competition that have come to our attention, and 
in others we may have missed, the best opportunity presented to retail lumber and 
building material dealers in many years to prove what has been our contention— 
a contention we have backed with evidence—that these dealers are outstanding 
merchandisers in a merchandishing country. 


During this period it is going to be necessary to use all of the constructive mer- 
chandising methods lumber dealers have learned through years of experience, to 
sharpen their application, and thus to maintain reputations as the mast reliable 
source of information, service and building materials available. 


Careful attention to advertising copy, special thought in the design of window and 
floor displays, skillful toning up of sales alertness on the part of all employees, sea- 
sonally timed and thorough canvasses for business, full use of technical knowledge 
in the selection and application of materials, and careful use of first hand informa- 
tion on the condition of all homes in the community, together with widespread ac- 
quaintance and knowledge of personal buying habits will be even more necessary 
than they have been in the past. These combined with the confidence the lumber 
dealer has built over a long period of years equip him adequately to meet the new 


temporary competition and to profit because of it. 


Publisher. 
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TO HELP PUT AS MANY THERE 
AS WILL CRUSH THE CORE OF 
THE AXIS POWERS FOR ALL 
TIME, 1S THE PREDOMINATING 
PURPOSE OF BRADLEY'S ALL- 
OUT PRODUCTION OF WOOD 


PRODUCTS FOR WAR. 


U.S. ARMY AIR CORPS PHOTO 


BRADLEY LUMBER COMPANY of Arkansas 
ARKANSAS 
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Functional changes in WPB de- 
partments result in appointment of J. 
Philip Boyd, formerly chairman AN 
MB Lumber Committee as Director 
Lumber and Lumber Products Divi- 
sion, WPB, succeeding Arthur T. Up- 
son. Boyd, for some years in charge 
of southern division, Weyerhaeuser, 
later consultant to Advisory Commit- 
tee, Council National Defense, brings 
wide experience to new job. Upson, 
called “one of three or four men in 
country who know most about the lum- 
her industry,” has not announced plans 
lor tuture. 


War Housing Construction Stand- 
ards, announced last October, now re- 
laxed. Allow increase of 10 to 15 per- 
cent in floor area; permit use of soft- 
woods in finishing and sub flooring ; in- 
crease areas in which wood outside 
walls are authorized. Heating provi- 
sions removed and included in War 
Housing Critical List. Provides outlet 
for side cuts from timber production. 


Amendment 3 to MPR 215 allows 
retail dealers to change pricing meth- 
ods for softwoods in No. 1 Common 
and lower grades and for red cedar 
shingles from March base to formula 
set up in MPR 215. If dealers so elect, 
must apply formula to all sales of these 
items, must inform OPA in Washing- 
ton of action taken. 


Formula for maximum price un- 
der MPR 215 adds fob maxi- 
mum mill price, inbound transporta- 
tion charges, five dollars a thousand 
hoard feet of lumber, plus ten percent 
of these items, plus haulage. Formula 
applies to all sales regardless of foot- 
age, and whether or not buyer fits clas- 
sifications set up in original order. 


Softwoods controlled by MPR 
215 now include Northeastern soft- 
woods, Northern softwoods, Redwood 
and Sitka Spruce. 


Maximum of 500 ject still holds 
for a distribution yard sale; except 
that it does not apply to sales made to 
other distribution yards or to CPA 
contract yards. These transactions still 
regarded as distribution yard sales, no 
matter what amount of footage in- 
volved. 


_ Construction projects aggregat- 
Ing over one billion dollars stopped 
during past three months. Few, except 
certain housing projects, have direct 
bearing on retailing. Some in indus- 
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MANAGEMENT 
GUIDE POST 


A page of vital infor- 
mation and comment 
digested for busy lum- 
ber and building ma- 
terial executives. 





tries reaching maximum needed size; 
some useful in war but required too 
much critical materials. 


Interpretation 1, Preference Rat- 
ing Order P-138, defines a logger for 
purposes of getting maintenance, repair 
and operating supplies. Says log pro- 
duction includes not only cutting and 
bucking, but all steps necessary to de- 
livering logs to sawmills, pulp mills or 
other dealers in or users of logs. Does 
not include transportation by common 
carrier. Does include persons who do 
contract hauling of logs or who build 
logging roads. 


Congressmen ruled to be ‘“‘essen- 
tial war workers” by NHA. Can 
live in war housing units built with 
private funds. Cannot move into houses 
built with public funds; although their 
secretaries and clerks can do so. 


Vice President Wallace reported 
trying to speed consideration of pro- 
posal to make use of so-called wood 
waste in making alcohol, rubber and 
stock feed. 


Stop order issued on manufac- 
ture of floor finishing and sanding ma- 
chines, industrial vacuum cleaners and 
the like. Repairs can be manufactured, 
limited for each calendar quarter to 
amount measured in manufacturing 
cost equal to 2 percent of manufactur- 
er’s billed sales of new machines dur- 
ing calendar year of 1941. 


Higher prices to farmers for to- 
mato, pea, sweet corn and snap bean 
canning crops guaranteed by D. of A. 
announcement. Department will buy 
these canned vegetables from canners 
at prices high enough to enable them to 


pay farmers specified minimum price. 
Will then sell goods back to canners at 
discount so items can be handled at 
specified ceiling prices for public mar- 


kets. Is in effect a subsidy, which, if 
put in effect, will cost estimated 
$100,000,000. 

WMC states that employment 


stabilization agreements, in effect in 
more than 20 cities, under development 
in 60 other labor shortage areas, have 
already made marked improvement in 
war industries. Cites Louisville, Ky., 
as example of results that can be ob- 
tained. During first 60 days labor 
turnover cut 50 percent; labor piracy 
practically disappeared; absenteeism, 
caused chiefly by job shopping consid- 
erably reduced. 


SWP announced decentralization 
plan involving 12 regional and 131 
district offices. Makes possible direct 
working with plants in need of war 
contracts. 


56 billion dollars worth of goods 
and services estimated as annual need 
to maintain country’s civilian economy 
on a minimum basis. Office of Civilian 
Supply does not intend this as a goal; 
rather as a mark of warning that econ- 
omy must not be reduced below that 
point. Mark is 32 percent below actual 
goods and services utilized in 1942. 
Official opinion is that civilians will 
actually get more than bedrock figure 
this year. 


Quota for production of farm 
machinery repairs parts raised from 
130 percent of average produced in 
1940 and 1941 to 160 percent of aver- 
ages for same years. 
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a= Check numbers on coupon (page 16) corresponding to numbers on Victory Products items in which 
- of these products will be sent without obligation 


= you have a special interest. A list of manufacturer: 
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HE AMERICAN LUMBERMAN HAs been conscientious 

about reporting in detail the various restrictive orders 

emanating from Washington which have related to the 
lumber and building material business. In this capacity we 
have told dealers what they could not do. 

Ever since the first of these orders fell upon the industry 
the AMERICAN LUMBERMAN has also been consistently 
pointing out to its readers the opportunities for sales and 
profits which still remain open to them. This was especially 
true of a series of articles which appeared in the fall and 
winter issues of 1942 entitled the American Lumberman 
Portfolio of Wartime Sales Opportunities for lumber and 
building materials dealers, and of a current series running 
in every other issue entitled the American Lumberman 
Guide to Paint Profits. The former series of articles is now 
available bound together in book form. 

However in this Victory Products Issue we are bringing 
together for the first time a concise and accurate summary 
of many of the opportunities for sales and profits which are 
open to the dealer. Information about the availability of 
each of the items of merchandise discussed is given. Sales 
opportunities for each are pointed out and sales approaches 
suggested. The nature of dealer helps available is described. 
Through the use of the accompanying coupon (see below) 
readers may secure the names and address of manufacturers 
of any of the items included in this feature and from these 
manufacturers secure complete details of ways and means 
of converting these suggestions into profits for themselves. 

As may be seen from these pages the opportunities which 
confront the lumber and building materials dealer are many. 
It has been estimated that 75 percent of much needed farm 
repair work may proceed without interfering with any gov- 
ernmental wartime restrictions. As is further pointed out 
in some of these items many of the dealer’s most challeng- 
ing opportunities lie in the field of customer service ; which 
requires little or no materials. The possibilities for profits 
here are equally as great as those which come through the 
supply of merchandise. It will be seen and realized that 
those who supplement the sale of merchandise with service, 
and wrap the two as a package to be sold for a single stated 
price, will be the ones who will keep their business volume 
and their profit dollars at a level which makes it a pleasure 
to operate. 


VICTORY PRODUCTS CHECK LIST 
CHECK—CLIP—AND MAIL 


° American Lumberman 


431 S. Dearborn St. 
Chicago, IIl. 


Please send me a list of manufactur- 
ers of the Victory Products or Products 
in which I have indicated a special 
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interest by checking the appropriate | 
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numbers on this coupon. I understand 
that this obligates me in no way to 
any of these manufacturers. 





.... Flooring 

Availability 
Hardwood flooring is in splendid supply. In spite 
V-1 of the tremendous drain upon other lumber types, 
hardwood flooring has been in comparatively slack demand, 
and very adequate stock piles have been built up in most 
species. Oak is available in quantity and maple can be 
delivered promptly. This condition is certain to prevail 


E. L. Bruce photos on this page 


for the next few months and is expected to remain so 
throughout the year. 


Types 


Maple, beech, th: oaks, pecan, walnut, birch and ash are 
to be had in adequste quantity. Factory finished flooring 
has many points of sales appeal. Thickness and face 
widths offered are balanced through all the standard sizes. 


Sales Opportunities 


The sole present restriction upon the sale of hardwood 
flooring is that imposed by L-41, the general order limiting 
remodeling activities to a $200 expenditure. A new hard- 
wood floor, installed and finished, costs no more than a 


good domestic rug. Homes 15, 20 or more years old whose 
original flooring was of softwood are bound to have 
marred, dingy looking floors and are a real market for the 
lumber dealer with hardwood flooring to sell. 
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Sales Approaches 

Lasting beauty is the principal sales argument for hard- 
wood flooring. Factory finished flooring has the additional 
sales argument of quick, easy, clean installation. Just nail 
it down and it is ready to use. 
Dealer Helps 

Some flooring manufacturers offer a selection of dealer 
helps that is comparable to that in any of the other build- 
ing material lines. This is especially true of those compa- 
nies manufacturing factory finished flooring, who have done 
an extensive job of nation-wide consumer advertising. One 
such firm has developed a special sales guide in book form 
for the use of dealers and their salesmen. Large color- 
printed folders, leaflets, newspaper mats, sales letters, pub- 
licity stories, radio scripts, mailing cards and showroom 
display cards are all available to promote the sale of floor- 
ing as a remodeling item. The flooring associations also 
have published booklets promoting the sale of flooring and 
giving directions for its installation and care. 


... + Asbestos Products 
Availability 
Both asbestos shingles and asbestos board are readily 
V-2 available from manufacturers for shipment to 
dealers. 
Sales Opportunities 
Asbestos shingles have a market in home modernization 
for siding and roofing. Their rigidity makes them particu- 
larly serviceable in windblown areas. Home repair on the 
farm market as well as the city market can well make use 
of asbestos shingles and boards. Board can be sold for 
heating ducts, partitions, roofs and sides of small build- 
ings, ete. 
Sales Approaches 
The lasting whiteness or color tone of the newer types 
of asbestos shingles give a lasting attractive finish to them. 
They provide a durable, weather resistant surface which is 
impervious to moisture. They require no upkeep expense, 
are a real protection from fire. They impart a new modern 
appearance to old homes. 


Dealer Helps 

Dealer helps are many and varied; all types of mailing 
pieces, display pieces for showrooms, window streamers, 
advertising mats and sales information. 


- - - - Wood Shingles 
Availability 


Vv The new edition of M-208 includes shingles in its 
-3 definition of softwood lumber. This enables the 
lumber dealer to pass on to the shingle mills rated orders 
for shingles, thus clarifying the position of the shingle mills 
who have been demanding rated orders from the dealers. 
Shipments on shingles have been slower during 1942 than 
in previous years, due to the tremendous demand for them, 
but it is believed in many quarters that the situation will 
be eased off in the months to come and dealer inventories 
can be built up to normal levels. 


Sales Opportunities 
Demand. for shingles remains high in spite of the cur- 
tailment of private residential construction. Repair and 
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maintenance of existing structures still permitted leaves a 
large market open to the wood shingle dealer. The roof 
is the most vulnerable part of a building, fully exposed to 
the assaults of the elements, and it is necessary that it be 
maintained in good weathertight condition. Roof repairs 
and roof replacements are necessary repairs and _ replace- 
ments. 

The farm market continues to be one of the greatest 
sales opportunities for wood shingles, inasmuch as each 














Red Cedar Shingle Bureau photo 


farm usually has a group of buildings, each of which must 
be roofed properly. Many quarters especially recommend 
wood shingles for farm buildings because of their rigidity 
and freedom from lifting due to high wind exposure. 

Provisions for farmers to maintain their equipment 
promise to be increasingly lenient, and with the farm in- 
come higher than it has been for many years this market 
for new roofs will be a good one. 
Sales Approaches 

Most farmers are aware of the value of a. sound roof 
on their barn and crop and machinery storage buildings. 
Their excuse for not making the necessary repairs in the 
past has been a lack of funds. This problem has more 
or less been overcome this year and last. At least the 
farmer feels he is better able to buy than before. The mat- 
ter then is merely one of reminding him of his leaky roofs. 
Speak to him about it when he comes to town. Call on 
him at his home. Fix up an estimate of the cost for him 
as this is the factor that is foremost in a farmer’s mind. 

Local advertising, displays and occasional mailings, 
which keep the dealer’s name before the public as a roof 
expert make that dealer the logical one to call when trouble 
develops with the roof. Jobs well done are the best recom- 
mendation and sales tool a dealer in roofing can have. 
Dealer Helps 

Wood shingle associations have prepared considerable 
literature for dealer use. 


| . .. - Asphalt Roofing 
Availability 

Manufacturers of asphalt roofing have been or- 
V-4 dered to make no more than 20 different specified 
items at any one plant. The 20 items to which the manu- 


17 








= =: — you have a special interest. 


Check numbers on coupon (page 16) corresponding to numbers on Victory Products items in which 
A list of manufacturers of these products will be sent without obligation 








facturers are restricted include four smooth finish roll roof- 
ings, one roll siding, one shingle siding, two asphalt satu- 
rated felts (15 and 30 pounds), two tar saturated felts 
(15 and 30 pounds), one felt for cold application, one base 
sheet, one cap sheet, one square butt strip shingle, one 
standard “Hex” strip, one heavyweight individual reroofer, 


and one standard weight individual reroofer. Insulated 
sidings are outside of the restrictive order. 
Furthermore, there is no restriction upon the colors 


which may be manufactured ; so with the above patterns and 
a variety of color combinations there should be little trouble 
in satisfying the needs of most any customer. 


Sales Opportunities 
Sales opportunities which have always existed are still 
there. Part of the concentrated effort that dealers are 
going to be making on unrestricted items can be put into 
making a survey of the town or neighborhood for the pur- 
a 


JOWMS- MANVILLE 


JORNG MANVILLE 


pose of inspecting roofs. One advantage of selling roof- 
ing is that a roof that needs replacement can usually be 
spotted by mere observation. Thus a 100 per cent prospect 
list can be compiled with a certain amount of effort. With 
employment at new highs, the ability and will to buy is 
present as it has not been for more than a decade. 





Dealer Helps 

Asphalt roofing is one of several products which has 
been the subject of many an astute advertising executive's 
attention. Result is that most manufacturers of these roof- 
ing products have a splendid array of dealer helps avail- 


Barrett photo 





able for the use of their local representatives. These in- 
clude many types of full color folders and other literature 
for mailing and personal distribution, newspaper advertis- 
ing mats, letterheads with the roofing brand name displayed 
as well as the dealer’s name, blotters, advertising copy, 
display cards, streamers and decorative devices for the 
showroom, and a wealth of other material designed to 
attract the buyer. 
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.... Glass 

Availability 
There is no reported shortage of any of the glass 
V5 products for which the dealer can find a market. 
Deliveries have been slowed slightly by transportation 
problems and in some areas there has been an insignificant 
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shortage of materials for silvering mirrors, but for the most 
part even this inconvenience does not exist. 


Types 

Window glass does not present the only opportunity to 
the lumber dealer. There is polished plate glass and 
crystal (unpolished heavy glass, less expensive than plate 
glass) for table tops, shelves, and a variety of other uses: 
tempered glass, resistant to impact and shock; decorative 
structural glass, insulating glass, glass block, and of course 
mirrors. 


Sales Opportunities 

Sales opportunities in glass for the lumber dealer are 
unlimited when considered in the light of the National 
Glass Distributor’s Assn. plan of dealers working through 
central glass sales agencies. This enables the dealer to 
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photo 





offer all the fancy cuts and kinds of glass that are available 
without the necessity of installing the machinery necessary 
to fabricate special glass orders, or of keeping an inven- 
tory of odd types of glass for which he might have only 
an occasional call. This market is practically untouched. 
It offers a fine opportunity for showroom display, and 
every promise of gratifying results from a sincere merchan- 
dising effort. 
Dealer Helps 

The four leading glass manufacturers have all prepared 
an imposing array of literature designed to promote the 
use of glass in the home which is available for dealer use. 
Their consumer magazine advertising has been extensive 
and has prepared the field for follow-up sales effort. The 
National Glass Distributors Assn. has also prepared a very 
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creditable book for dealer distribution purposes. Most 
of these books are designed to show examples of the pos- 
sibilities of glass and mirrors for remodeling and home 
decoration purposes. 


. 
.... Insulation 
Availability 
Lumber dealers are now beginning to receive ample 
V6 supplies of mineral wool to take care of the home 
insulation market, according to Wharton Clay, secretary 
of the National Mineral Wool Ass’n. Temporary local 
shortages occurred earlier in the winter, due largely to 
extensive high-priority requirements of the Army and 
Navy. With the completion of the larger cantonments, 
bomber plants, etc., needing great quantities of mineral 
wool insulation, the industry is now in a position to resume 
full deliveries for the home market. 

Production of mineral wool in 1942 was 60 percent above 
the previous record set in 1941. Every effort is being 
made by the industry to further increase production in 
1943. Recent designation of mineral wool as an industry 
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necessary to the war effort promises relief from manpower 
shortages that handicapped production during part of last 
year. The situation is practically identical on wood fibre 
wool types of insulation. In past months the manufac- 
turers were behind on making deliveries, but at no time 
were they unable to complete them eventually, and they 
have since caught up to the demand and are able to make 
shipments immediately upon receiving orders. 

Raw materials for exploded mica-type ore (usually 
vermiculite) insulations used as poured fill are also in 
plentiful supply and factories producing this finished mate- 
rial have been able to keep abreast of their tremendous 
order files. It is also available for prompt shipment. 


Sales Opportunities 

Distressing results of the fuel oil shortage in the rationed 
states this winter, and the prospect of shortages in all fuels 
every winter for the duration, have prompted the Govern- 
ment to continue the “green light” policy for home insula- 
tion. Late in December, the exemption from the $200 
limit on residential construction was continued until Jan. 1, 
1944 for home insulation and other fuel conservation im- 
provements. The exemption means that such improve- 
ments may be undertaken without the specific WPB 
authorization generally required under Order L-41.  Fur- 
thermore, if the homeowner lacks ready funds to pay for 
insulation, financing is available under the FHA’s Title 1 
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plan from private lending institutions in all sections of the 
country. Title 1 loans for such purposes may run for 3 
years. In specified defense areas where improvements will 
provide additional quarters for war workers—such as in- 
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sulation between rafters to make an attic habitable—the 
credit period may extend up to 7 years. 
Sales Approaches 

Spring and summer are traditionally the best months 
for sales of home insulation. Reason: the materials have 
heretofore been appreciated largely for their added-comfort 
value. This year the momentum of the fuel conservation 
campaign will carry over during all seasons when installa- 
tion is practical. Householders, remembering the hard- 
ships of this winter’s fuel oil shortage, will want to pre- 
pare for next winter. There are still a million oil-burning 
houses in the rationed states with no insulation of any 
kind. That there is little likelihood of the fuel oil short- 
age being relieved next winter was revealed by Petroleum 
Administrator Ickes early in January. He also cited the 
possibility of a reduced coal supply. A simple recital of 
these facts—together with a reminder that insulation can 
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reduce fuel requirements up to 40 percent, should consti- 
tute the only sales argument necessary. 


Dealer Helps 

In addition to a special fuel-conservation poster the Na- 
tional Mineral Wool Association is making available to 
dealers, at cost, reprints of the following official booklets : 

How to Heat Your Home With Less Fuel This Winter, 
an 8-page booklet prepared by the Office of War Informa- 
tion and five other cooperating Government agencies. 
Price $7 per 1000. Imprinting permitted. 

Home Insulation With Mineral Products (subtitled 
“Conservation of Fuel for War”), Information Circular 
7220 of the U. S. Bureau of Mines; a 12-page booklet de- 
scribing the economies of mineral wool insulation. Price 
$10 per 1000. Imprinting not permitted. 

Manufacturers of all insulation types also have litera- 
ture, displays and other helps available. 


.... Wallboard 
Availability 


Demand for various types of wallboards by war 
V7 inspired Government projects has been tremend- 
ous. This means that supplies available to dealers have 
been curtailed, but manufacturers report that Government 
demands are periodic and give them an opportunity to 
build up stocks occasionally which may be shipped to deal- 
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and 
projects ease off in the coming months increased supplies 


ers. Furthermore as war _ construction housing 


of wallboards and insulating boards will be available. At 
present deliverys are slow. 


Types 

Practically all standard patterns of wallboard, as known 
by the lumber dealer are still being manufactured. This 
includes plank type board, tile board, plasterboard types 
and prefinished boards. Some manufacturers have discon- 
tinued the manufacture of fancy wallboard moldings, but 
a little careful planning can eliminate the need for their use 
on most jobs. 


Sales Opportunities 
Sales opportunities for wallboard lie in both the commer- 
cial and residence fields. 


The current program to increase 
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the usefulness of homes by creating additional living quar- 
ters within the home is a “natural” market for decorative 
wallboard. This means the transformation of unused attic 
space into living quarters and the division of present rooms. 
Local merchants are eagerly competing for the dollars 
which are now flowing into the workingman’s pocket as 





never before. The appearance of a place of business has 
much to do with its sales appeal, and wallboard can be of 
great value in decoration and improvement projects. 


Dealer Helps 

Most booklets and pamphlets designed by manufacturers 
to help dealers sell wallboard approach the problem by 
showing the possibilities of wallboard. They picture and 
describe various rooms finished with wallboard, and tell 
about the insulating qualities of the products. All the 
other usual helps are also supplied by various manufac- 
turers such as newspaper mats, mailing pieces, counter 
cards etc. 


. . . - Bathroom Cabinets 
Availability 
Bathroom cabinets of wood (mostly hardwoods ) 
v8 are now readily available from companies which 
formerly produced them in metal. 


Types 


The new wood cabinets 
are modern in design and 
equipped with quality mirrors. 
Variety of sizes offered is lim- 
ited in comparison with for- 
mer years. 








Sales Opportunities 


The opportunities for selling 
bathroom cabinets go hand in 
hand with those for selling 
wall tile and other bathroom 
modernization items. Often 
the bathroom cabinet is one 
of the most dated items in the 
room and its replacement 
with a new, efficient, modern 
cabinet gives a new tone to 
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the bathroom. This type of business must be sought by 
active promotion—advertising, direct mail to stimulate 
desire. 


Dealer Helps 

Printed matter for direct mail has been prepared for 
dealer use by manufacturers as has display racks and show 
cards. 


-... Paint 


(Do not fail to read the comprehensive, instructive articles entitled 
“American Lumberman Guide to Paint Profits'' appearing in every other 
issue of this publication.) 


Availability 
Paint manufacturers have had little difficulty se- 
v9 curing the raw materials with which to make most 


of their paint products so paint is highly available and un- 
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restricted. The only possibilities of shortages might be in 
the bright reds, using coal tars. 
Types 

1942-43 has been a year of introduction by most paint 
companies of a cover-all one-coat paint. Most of these are 
water paints having either casein or resin emulsion bases. 
Some are oil base. They are said to give a satisfactory 
result over wallpaper, cement, brick, wallboard, or almost 
any surface, and are practically fool proof in application. 
An amateur can do a good job. Most other standard 








grades which have been on the market previously are still 
available. This includes white lead. 


Sales Opportunities 

For a complete analysis of the possibilities of the present 
paint market, see the Dec. 26, 1942 issue of the AMERICAN 
LUMBERMAN. ‘These opportunities encompass the amateur 
painter-homeowner; the painting contractor market; the 
far market; the home workshop; carpenters; stores and 
schools and public meeting places. Everywhere the money 
and the inclination to paint is present. The farm especially 
has long needed paint that the farmer is now in a position 
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to apply. The demand needs only slight stimulation. 
Sales Approaches 

For each market the line of reasoning is different, of 
course. 

The farmer can be sold on the acknowledged need. The 
homeowner can be sold with straight promotion and with 
service added as part of the deal. Being prepared to give 
advice and helpful suggestions will cause the amateur to 
recognize the yard as a paint headquarters. Deals with 
painting contractors can be consumated on the basis of 
quality products and an intelligent but firm credit policy. 
Dealer Helps 

Dealer helps vary with the manufacturer concerned, but 
all furnish some material designed to aid the merchant in 
his paint selling program. Some have prepared color 
guides which give the customer assistance in the blending 
of shades and tones. Color cards are generally available. 
Every form of printed promotion piece known has been and 
is being used to sell paint. 


.... Wire Fence 
Availability 
V10 Manufacturers are permitted to produce a few 
limited types of wire fence if they can secure the 
raw materials to do so. They may ship it to dealers for 
sale to the public after all war needs are satisfied. Result: 
dealers will have little if any wire fence to sell. 


Dealer Helps 
Some wire fence companies are keeping up their supply 
of dealer helps which will remind the public of the dealer’s 
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name in connection with fence sales when fencing once 
more becomes available. One company has issued a 
pamphlet on the care of wire fences to be distributed to 
farmers and others as well as blotters (see above), pads. 


eee ®@ Glue 
Availability 


Hide glue in liquid form, ready for application 

V1i1 without heating is available for shipment to dealers 
in every size contained from '4 pint up to 55 gallon drums. 
Self-bonding casien glues are in the same category while 
resin glue products may be had on priority orders. 
Types 

Popular for retail sale are the glues which are ready for 
use without heating or mixing. Some of these are now 
claimed to equal the adhesive strength of the most power- 
ful glues used in furniture manufacture. 
Opportunities 


Hobby enthusiasts (a long neglected market) use con- 
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siderable quantities of glue. Householders buy it for home 
repairs of furniture, chinaware and other items. It can be 
sold in larger quantities to upholsterers and to those who 
finish and repair furniture as a vocation. Carpenters 
should always have a quantity of glue in their tool box 
with which to make minor repairs. 


Sales Methods 


The problem of selling glue is principally one of inform- 
ing the public of the fact that you have a stock of a brand 








of glue which will do remarkable things. Let it be known 
that your establishment is something of a headquarters 
for glue sales. This is accomplished most easily by keep- 
ing a glue display always in sight in the showroom, by 
having occasional window displays of glue and by sending 
out folders promoting glue with other mailings of monthly 
statements etc. It would be helpful to become thoroughly 
informed about gluing methods and possibilities and adver- 
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tise the fact that you have an expert in your employ who 
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is capable of supplying accurate advice on customers’ glu- 
ing problems. Another wrinkle which will attract glue 
business your way is to offer to lend the clamps necessary 
for holding glued parts together until they set, to any glue 
customer. Naturally a deposit would be required on each 
set of clamps loaned but it would be returned in full to 


22 


those who returned the clamps within a reasonable time 
(a week for example) while a rental charge would be made 
for those who, through neglect, held the clamps at their 
home longer than they were actually needed. 
Dealer Helps 

Some glue manufacturers have prepared display pieces 
which demonstrate impressively the strength of their prod- 
uct. These always attract attention and make a favorable 
impression. Some have published booklets with directions 
for gluing various types of materials and an indication of 
what may be expected from the gluing of these things. 
These booklets are handy reference items, are consulted 
when there is a need for glue, and keep the dealer's name 
before the prospect when he most needs glue. 


. ... Floor Sanders 
Availability 
Some manufacturers claim to have a_ sufficient 
V12 supply of new machines to last about six months. 
Thereafter they plan to rebuild used machines and make 
them available with a factory guarantee. 
Opportunities 
The floor sander rental business has proven to be lucra- 
tive for many dealers who have entered it. This is another 
opportunity to sell service. People who have money in 
their pockets are interested in making the improvements 
in their home which are allowed. The sale of a floor sand- 
ing job, or the rental of a floor sanding machine does not 
deplete inventories, yet it brings in income. The sale of 
floor finishing materials will come as an adjunct to the 
sander rental business. 
Sales Approaches 
IXmphasis on restoring beauty to floors, as a function 
which can be done with little expense and the use of no 
critical materials will win jobs from those with older 
homes whose floors have had time to become marred and 
worn. Appeal to pride in home and family in selling re- 
finished floors. Use made-up sample panels of short 
lengths of flooring—half refinished, half marred and grimy. 
Dealer Helps 
Floor sanding machine manufacturers have suggestions 
for window displays and advertising copy available. 


. . - - Portable Electric Saws 
Availability 

New machines will still be available for about six 
V13 months from some manufacturers. Like sanding 
machines, rebuilt factory guarantee used models will be 
available after that time. 
Sales Opportunities 

The lumber and building material dealer is the one to 

whom carpenters and contractors look for their material 
needs. They are in the yard often—if they see the tools 
and equipment they need there they will do their buying 
with this dealer. Labor shortages dictate the need for 
more efficient machines and methods. Builders are in the 
market for equipment which will speed production with 
available labor. 
Sales Approaches 


sy selling a machine in which the dealer has confidence 
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Sales Opportunities 

he can best approach his interested contractors or carpen- 
ters with a sales story on efficiency, labor savings, freedom 
from repairs and trouble. Circularization of these con- 
tractors and carpenters with folders prepared by the manu- 
facturers increases their familiarity with the fact that the 
machines are available through the lumber dealer. 


.... Builders Hardware 
Availability 
Quite a number of items are available in small 
v14 quantities to the dealer and in a limited number 
of finishes. Hinges may be had in steel coated black or 
with a prime coat finish. Latches are in plastic and steel 
with black finish, a few night lock types are to be had. 
Sales Opportunities 
Home workshops present an opportunity for sales of 
small builders’ hardware items to those who are building 
cabinets and installing cupboard doors. The farm presents 
a replacement market, needing new hinges on sagging 
doors, and new latches to keep them tightly closed. Keep- 
ing doors and windows closed tight is a heat saving action 
and a job for efficient latches and door and window locks. 
Sales Approaches 
Those dealers who are able to secure a quantity of 
huilder’s hardware will probably be able to dispose of it 
easily by advertising the fact that it is available at their 
place of business and thus counteract the general impres- 
sion that it is unobtainable. While its beauty and finish 
is not a selling point in comparison to the pre-war products 
of the same companies, the serviceability and usefulness is 
at least equal. 


.... Fireplace Equipment 
Availability 

At least one million ceramic fireplace grates will 

V15 have been made in time for installation in Amer- 

ican homes this winter, according to a recent WPB Con- 

ervation Division announcement. That division col- 

laborated in the design and production of the new product. 





Production of cast iron grates was banned effective in 


May, 1942. Scientific, metal fireplace forms are not being 
produced. 
Description 


The ceramic grates are slatted box-like affairs produced 
in several sizes and shapes weighing from 30 to 60 pounds. 
Coal, wood or charcoal may be burned in the grate. 

Sales Opportunities 

The grates may be used to supplement the limited 

amount of heat which may be had from fuel oil used in a 
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central heating plant. All who are having difficulties with 
heating this winter are likely prospects for this and next 
year. 


..-. gash Cord 


Availability 


There are no restrictions upon the manufacture or 
V1i6 sale of sash cord. Mills have been making large 
amounts of cord for army tenting etc. and for that reason 
delivery of retail outlet orders has been slow. However 
shipments do come through, and most sash cord needs can 
be filled. 


Sales Opportunities 

Principal market for sash cord during the months when 
new construction is curtailed will be the replacement mar- 
ket. This market can be stimulated however, as. many 
a home has one or more sash cords broken. Often they 
stay that way for months through sheer neglect, when a 
little reminder would bring in the business. 


Sales Approaches 

This is another opportunity for selling service as well 
as merchandise. The average homeowner has difficulty in 
replacing a sash so that it will operate with its former 
smoothness, once it is removed to install new sash cord. 
The dealer who can offer to come to the home and replace 
broken sash cord is at a distinct advantage. 


eee se Nails 
Availability 


Manufacturers have been limited to a certain per- 
V17 centage of former production, but this still allows 
them to make lots of nails. However Government agen- 
cies have first call upon the supplies. This means that, 
as in the past few months, nails will come through to 
established dealers who have been doing a nail business 
previously in small amounts throughout the coming year. 
Types 

Manufacturers have cut the number of types of nails by 
almost 50 percent. The common nails—the ones most 
called for, are the types that are still coming from the pro- 
duction lines. 


Sales Opportunities 
A ready market for nails already exists. Sales of lumber 
and many other materials can usually be expanded into nail 


sales also. 
.... Millwork 
Availability 


No special dispensation or priority has been neces- 
v1i8 sary to dealers to secure their millwork needs 
from jobbers or manufacturers throughout the past year. 
and all present information indicates that woodwork will 
continue to be available. The forecasted easing of lumber 
demand would give further weight to the expectation that 
no additional limitations will be imposed on the sale or 
manufacture of woodwork items. 

Types 

Woodwork items which are available to be sold include 
doors of many types, cabinets for kitchen and other use, 
storm cash, entrances, stair cases, book shelves, window 


23 





Check numbers on coupon (page 16) corresponding to numbers on Victory Products items in which 
A list of manufacturers of these products will be sent without obligation 


you have a special interest. 





Victory Products | 








sash and casements, especially of the unit type. Several of 
the latter have been produced in a way to eliminate up 
to 95 percent of the critical materials. Basement windows 
are in the same category. 
Sales Opportunities 

Most dealers in the colder climates enjoyed a gratifying 
volume of storm sash and storm door business this past 
year, due principally to fuel limitations. Yet a report from 
one dealer located in a typical town who had made a care- 
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Roach & Musser photo 
ful analysis of his market indicated that although he had 
been snowed under with orders for storm sash and doors, 
less than 40 percent of the homes in his neighborhood were 
so equipped, and in most of these cases there was only 
a partial installation. The fuel conservation effort has also 
given impetus to a market for interior doors, especially 
french doors, for closing off unused rooms and open hall- 
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ways. The real opportunities for dealers lie in the service 
field. One dealer has instigated a storm sash repair and 
rehabilitation service that has proven to be profitable. It 
includes the painting and reputtying of storm sash and the 
replacement of any lites that are cracked or broken. The 
storm sash business was thus made a year around item. 
Commercial buildings, institutions and schools are equally 
troubled by fuel shortages and are also prospects for storm 
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sash. Storm sash is not the only millwork sales possibility. 
Ninety percent of all housewives are interested in having 
a modern and attractive kitchen. Those who cannot afford 
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a complete modernization at once can be given a plan for fi 


all-over remodeling and sold a few cabinets as a start 
toward that definite established goal. As they add to the 
initial investment they will naturally return to the lumber r 
dealer who gave them the original layout. Here again the 
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dealer is selling with service as much as with things. The d 
remodeling and rehabilitation market, under $200 is 7 
crammed with opportunities for millwork sales. Much tl 
modernization of rooms is built around bookshelves and fi 
*cabinets. New doors, moulding and trim are included in a 
these jobs. The transformation of single family dwellings D 

into multiple housing units is still practically untouched 
as far as the need for housing is concerned. Farm homes, st 
always neglected, hold possibilities for the installation of T 
new doors, new cabinets and all these millwork items while ce 
the farmer has the money to make these improvements. 
Dealer Helps 

Manufacturers and associations in the woodwork indus- 4 


try have published all types of printed matter for the use 
of the dealer. Especially effective and popular are books 
which picture and describe the use of millwork through- 


—OA aaa 


out the home thus showing its many possibilities. One 

such book is Open House published by Ponderosa Pine ty 
Woodwork, Chicago, Ill. One firm building a non-critical tl 
double-hung weather-stripped window is looking to the h 
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future by supplying promotion material to attract future 
home builders. “Buy bonds today for your home tomor- 
row” is the theme. Also available is a scrap book in which 
home planners can save clippings and ideas in an orderly 
fashion. 


... Glazing Compound 
Availability 


Materials involved in the manufacture of most 
v1i9 glazing compounds are domestic and thus far have 
not been denied to the manufacturers of these products. 
Manufacturers report that they are in a position to supply 
the needs of dealers and sash manufacturers. 
Sales Opportunities 

Radical temperature changes, freezing, etc. causes some 
of the older types of glazing compounds to crack and loosen 
around frames. Herein lies a replacement market. The 
replacement of broken window sash is a comparatively con- 
stant business, and the sale of glazing compound can be 
made to compliment the glass business that is a result. 
Sales Approaches 

Newer types of glazing compounds can be sold on their 
degree of permanence, once installed. These are called 
“elastic” compounds inasmuch as their principal feature is 
their ability to expand and contract with the glass and the 
frame as the two latter will inevitably do under temper- 
ature and weather changes. 
Dealer Helps 

Glazing compound manufacturers urge dealers to affix 
stickers to sash indicating the type of glazing material used. 
These stickers are furnished by the manufacturer as are 
counter cards and displays. 


.... Patterns 


Availability 
v2 Readily available inasmuch as they are printed on 
0 paper. 


Sales Opportunities 

Home workshop enthusiasts are greatly aided by these 
types of patterns which they can trace onto wood, and from 
these tracings cut the parts to build many useful house- 
hold articles. Their sale stimulates the sale of other small 
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amounts of materials which are available and which add 
to income and profits. 
Sales Approaches 

Keeping a supply of the patterns in sight in the sales 
room will sell many of them. Newspaper advertising giv- 
ing a price for the material to build the item in question 
will bring in those who like to work with their hands. 








Stress the satisfaction of creating something, the usefulness 
of the articles built, the assurance of having exact measure- 
ments, the ease of construction by using these special plans. 
Dealer Helps 

Manufacturers have made available newspaper mats 
showing a number of the items for which their particular 
plans are available. These are for dealer use. 


. «+ Caulking Compound 


Availability 
V21 Caulking compound is expected to be available for 
prompt shipment throughout 1943. Manufacturers 
have not been obliged to change their formulas. Chief 
difficulty has been containers but it is being packaged in 
wood, glass and tin and is thus coming through to dealers. 
Sales Opportunities 
The assumption that all buildings, home, commercial and 
industrial are likely to need caulking is not far from being 
accurate. The fuel conservation program has given impetus 
to the caulking market, as it can be demonstrated (see 














Q Left: Macklanburg-Duncan draw- 
ing. Above: Calbar Paint 3 
Varnish drawing 


below) that much heat is lost through cracks around win- 
dows. Dark smudges around the edges of store show win- 
dows indicate a need for caulking. Open joints at the base 
of a building, effloresence stains on stone buildings are 
conclusive evidence. Every crack or open joint on a build- 
ing surface presents an opportunity for selling. The govern- 
ment has included caulking in its home sealing campaign 
and has thus conditioned the public mind to the process. 
Sales Approaches 


Homes of brick, stone and stucco are especially good pros- 
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pects for a caulking job. Simple demonstrations can prove 
the value of caulking to the homeowner. Light a match and 
hold it near the frame of a window; let the prospect see 
how incoming cold air will make the flame flicker and dance. 
Let him dampen his finger and feel the cold air enter. Take 
him outside and show him the cracks. Bring these facts to 
his attention: there is twice as much air space around a 
window 32x62 inches not caulked and not weatherstripped 
as there would be in a hole in the window 3% inches in 
diameter. Uncaulked openings around the frame of a win- 
dow in a masonry wall will let in cold air at the rate of 
14 cubic feet per foot of crack per hour, even if the wind 
is mild. The usual size crack around 30 windows is equal 
to 10 square feet—a space large enough to admit a man. 
In one year, it is estimated that caulking these cracks will 
save enough fuel to pay for the job. Build up a miniature 
window frame on which you can demonstrate how caulking 
is done. 
Dealer Helps 

Caulking compound manufacturers have prepared printed 
folders and other material for direct mail solicitation of 
the business by dealers. 


.... Cement 


Availability 
Cement is readily available to retail dealers in all 

V22 sections of the country. There have been no re- 
strictions upon its manufacture and other than a general 
provision that manufacturers should make shipments on war 
work before they take care of their dealer outlets their 
is no priority regulations. 
Sales Opportunities 

Cement manufacturers see the farm market as presenting 
the greatest opportunity for civilian sales of cement. There 
are innumerable cement jobs on the farm which need no 
metal reinforcing rods. To increase food production this 
year many new cement hog feeding floors, dairy barn floors, 
milk cooling tanks, and poultry floors will be needed. Nine 
thousand concrete feeding floors were sold in a few Mid- 
west states during 1942. Many more thousands are needed 
in all parts of the country. In the city new sidewalks, 
driveways and new front or back door stoops of concrete 
can be built with profit to the dealer and no difficulty with 
government regulations. Cement contractors provide another 
market for large quantities and this business may be had for 
slight discount concessions and astute credit policies. 
Sales Approaches 

Capacity for increased farm production is the approach 
to be made to the farmer. Addition of a sanitary milk cool- 
ing tank can add considerably to his milk checks by boosting 
the rating that his milk receives from the buyer. Ease of 
keeping dairy and poultry floors of cement clean and dry is 
a talking point which will win the attention of any farmer 
who knows his business. Feeding floors of concrete are 
also much cleaner and easier to handle. One dealer who 
owns a cement mixer offers to rent it to farmers and other 
customers for one dollar per running hour. He doesn’t 
make any money on the rental of the machine, but he doesn’t 
lose any either, and he does garner profits from the sale of 
materials to those who wish to do their own concrete jobs. 
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.... Glass Substitute 
Availability 


Moderate supplies of glass substitutes are available 

V23 from manufacturers. Demand has been heavy and 
depleted usual stocks, but manufacture is going on in quan- 
tity. The war has imposed no restrictions upon its manu- 
facture or sale, but of course manufacturers are taking care 
of war orders first. 
Sales Opportunities 

siggest demand so far for this material has come from 
poultry raisers. Special qualities allow healthful ultra-violet 
sun rays to pass through the material which benefit poultry 
and livestock. It is suited to use on hotbeds and on most 
farm buildings as well as in the city. 


Dealer Helps 

Manufacturers have prepared special dispenser racks for 
display room purposes as well as numerous pieces of liter- 
ature for direct mail solicitation. 


.... Wallpaper 
Availability 
amount of paper stock which may be put into proc- 
V24 Wallpaper Limitation Order L-177 has cut the 
ess by wallpaper manufacturers to 50 percent of that used 
by them in the 1941-42 season. This means that wallpaper 
is going to be somewhat more difficult to obtain—that the 
variety of patterns will be curtailed—that wallpaper sample 
books will be cut in number and size. However with their 
limited supply wallpaper manufacturers claim that they be- 
lieve themselves able to meet the needs of most of their cus- 
tomers. By curtailing the variety of patterns offered, they 
will be able to produce a sufficient stock of those patterns 
left to supply many needs, and reduce waste of stock on 
less used patterns. 





Sales Opportunities 

Persons who can afford to do so like to maintain the ap- 
pearance of their homes, and this means periodic changes 
of wall treatment. Now as never before since the advent of 
the depression can people afford to brighten and decorate 
their homes. There is a considerable pent up market result- 
ing from those who formerly “‘let it go just another year or 
two” because of lack of funds at the moment. 


Sales Approaches 

Wallpaper is said, by its manufacturers, to be the only 
modern decoration that can truly harmonize with upholstery 
and drapery fabrics as well as with rug materials. It cov- 
ers cracks or bad plastering; it gives warmth and coolness 
to various types of rooms. Modern wallpaper combinations 
which give color harmony throughout the home have stimu- 
lated much extra business within the past several years. 
The most effective approach and impression that must be 
given by the wallpaper dealer if he is to be successful is that 
he is capable of giving tasteful and sound advice on color 
harmony and simple home decoration problems. Often 
times a woman employee can supply this need for the lum- 
ber dealer. 
Dealer Helps 


A number of wallpaper concerns publish house organs 
through which they keep their dealers informed of selling 
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ideas. All, of course, prepare sample books which are the 
principal selling tool of the dealer. Some of these are espe- 
cially designed with several blending papers placed in rota- 
tion—suggestions for decorating the entire home in har- 
monious celors. 


. » » « Woodworking Machinery 


Availability 

There is no restriction on the manufacture of 
V25 woodworking machinery, but a suitable priority rat- 
ing is required for the purchase of one. Some manufactur- 
ers report that they are able to make reasonably prompt de- 
liveries, usually within two or three weeks. Re-conditioned, 
lactory guaranteed woodworking machines are also avail- 
able. 


Profit Opportunities 


With the aid of a woodworking machine a dealer can con- 
vert larger, wider boards, for which he usually has less call 
into the size and type of planks which are needed for more 
ordinary uses. Possession of such a machine allows the 
dealer to sell service as well as materials to his commun- 
ity. It simplifies angle cuts and other operations which 
are tedious when done by hand. It allows the dealer to pre- 
cut lumber parts for small buildings or objects and sell these 
parts as a knocked-down package or it facilitates pre-fabri- 
cating these same types of items. The profits are still there 

the drain upon materials not so great when part of the 
sale is service. The opportunities vary with the company 
location. Those in factory areas can garner considerable 
work from those plants. Those in farm communities can 
use the machines for prefabricating small farm buildings and 
equipment. 


.. + Miscellaneous Opportunities 


Basement Waterproofing Compound 
V26 Readily available and highly useful to the home- 
owner who is having difficulty with dampness seep- 
ing through masonry walls. Manufactured in several forms: 
liquid to be applied like paint; paste to be put on with a 
trowl. There’s a market for this on the farm and in the 
city—anywhere that moisture and masonry come together. 
Easily displayed. Sales promotion principally takes the 
form of letting the public know about its availability from 
the dealer’s store. 
Brush Cleaner 
27 Especially easy to sell to homeowners and others 
doing a painting job in these days when brushes are 
difficult to obtain and high in cost. 
Promotion by calling attention to its 
availability to every customer who 
buys a can of paint or a paint brush 
will result in many sales. Keep a 
can or package of it in sight near the 
paint counter. Numerous brands 
available. Some will remove old dried 
paint even after it has hardened on 
the brush. With some brands rins- 
ing is done with water. 





Soot Destroyer 


V28 Has special appeal now that efficiency of heating 

systems is so important. Most makes easy and con- 
venient for the homeowner to use and do an effective job 
of cleaning soot from the firebox and chimney. Sales story 
can be built around the cost of allowing soot to clog flues, 
stiffle drafts, clog the firepot—the hazard of allowing it to 
accumulate in chimneys and invite fire. 


Match Your SALVAGE LUMBER Needs 





Write to the Salvage Editor, American 
Lumberman, 431 So. Dearborn St. Chicago, 
Ill. for further information about any of the 
following items. Please mention the num- 
ber of the item in which you are interested. 
Available 

23. 

Approximately 100,000 feet of 1x6, 
1x8 and 1x10 in No. 2 Ponderosa pine 
and No. 2 yellow pine. Lengths vary 
up to four feet. Will cut to any desired 
length. This material has been used a 
short time as inside warehouse shelv- 
ing but is in practically new condition. 


24. 

Approximately 50,000 pieces Pon- 
derosa pine, S2S, all clear stock free 
rom knots, and all in lengths from 16 
to 21 inches long in following sizes : 
¥g inch thick by % to 134 inches wide 
ie inch thick by %4 to 134 inches wide 
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25. 

Thousands of feet of poplar, sitka 
spruce, Douglas fir and noble fir in 
short cuttings three inches and wider 
from 10 to 30 inches long. Can or will 
cut these pieces in any shape or de- 
sign if desired. 

Wanted 
26. 

No. 2 Common or No. 1 Box yel- 
low pine, S4S, in 1x4, 1x6, 1x8, and 
1x10 inch; lengths two to eight feet. 


27. 

Can give AA-1 rating for 1x4 crat- 
ing lumber (any species, green or dry) 
shorts but nothing less than three feet 
long. 

28. 
Wants: 34x1%x15 inches or longer ; 
any hardwood. 
34x25¢x15 inches or longer; 


any hardwood. 

34x11 inches long and 21 
inches long, any width, red 
oak. 

This should be kiln dried stock. 
Also needs untempered presdwood or 
¥% inch unsanded crating plywood in 
sizes of 7144 x 8Y% inches and 7% x 
18,°; inches. 

29. 

Wants 1x4 and wider No. 2 oak tie 
siding, 8% feet long S4S. Can also 
use construction board grades and 
No. 1 developing. Also wants a car 
of 1x3 and 1x4 No. 3 yellow pine for 
crating, S2S, S3S, S4S, SIS&1E, or 
center match or flooring. 

30. 

100,000 pieces of dressed pine, 34 
4+34x12 inches, and 10,000 pieces 34x 
12x12 inches. 








THE PREFABRICATED HOUSE 
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In examining prefabrication, we 
were interested first in deciding 
whether the prefabricated house is 
to be or not to be. Next, we were 
anxious to determine how the demand 
for Disston hand saws and other prod- 
ucts would be affected. Our completed 
investigation indicates that loss of hand 
saw usage will be more than counter- 
balanced by growing use of circular 
and other saws in millwork and pre- 
fabricating mills, of machine knives 
and of veneer knives in plants pro- 
ducing plywood. However, our ap- 
proach had to be with no preconceived 
opinions. So, in our discussion, it is 
entirely the point of view of an inno- 
cent bystander. 

In most market research studies, 
it is easier to arrive at definite con- 
clusions. It is possible to contact hun- 
dreds, even thousands, who can con- 
tribute to a solution, but not so with 
prefabrication. So much that must be 


28 


67 “\jefor® at“ awat 


: ov ‘ 
wy ell yah of 
wt The 

- 


- 
“ ° ve 
ee BEY cote 5 BO Foe 





$- 
agot® » 
aii 9° ¢ an ¢ fut come 


- nd * 008 
pind vet? ee TON 


sifted and weighed is based upon mere 
opinion. There are predictions of what 
our world will be “after the war.” So 
in our analysis, we must not only take 
account of prefab activities, over the 
past few years, but must turn to his- 
tory in weighing the implications of 
present happenings. 

Not An Infant Industry 

We say “history,” because we have 
read much about the “Infant Industry,” 
over the past two years. But it is not 
the tender child that has been por- 
trayed. Before the Civil War (in 
1859), Louis Bossert & Sons, of 
Brooklyn, N. Y., was founded. Even 
then Bossert made a_ prefabricated 
house and, believe it or not, it was 
demountable. 

Likewise, a catalog recently issued 
by the Ernest F. Hodgson Co., of Bos- 
ton, a manufacturer of houses, advises: 
“Actually it was in 1892 that Mr. E. F. 
Hodgson first developed the idea of 
building houses in a new way—com- 
pletely in sections that could be erected 


affect his products. . .. . » Henry Disston & Sons had 

Mr. Wilder, who directs their market research and sales 
analysis, make an unbiased survey unon which plans for 
the future could be based... . . This article contains 
potent facts uncovered by the survey. 





Quarter page ad from The Coun- 

try Gentleman, issue of May |, 

ty: ry and 1915 
corre 


quickly with bolts without sawing or 
nailing.” 


Pre-cut Houses 

While factory operations in prefab- 
rication and the manufacture of ready 
cut houses are not comparable, we were 
prompted to examine the records of 
Aladdin, of Gordon Van Tine, of In- 
ternational Mill, of Bennett, of Sears- 
Roebuck and others from the mer- 
chandising angle. Some have been long 
established, have been consistent na- 
tional advertisers since 1905, 1910 and 
1915. In 1914 the magazine advertis- 
ing of one amounted to nearly $60,000, 
stepped up to around $115,000 the 
following year, represented more than 
$1,000,000 over fifteen years. During 
the boom building years of 1925 to 
1928 inclusive, another invested $340,- 
000 in national publicity. 

The ready cut house manufacturers 
are still in business as far as Govern- 
ment restrictions permit. One claims 
sales of 100,000 units since the early 
1900s ; another more than 100,000, in- 
cluding Government building, over a 
similar period. This averages 2500 
houses each, annually, in a land where 
450,000 to 600,000 homes are erected 
normally. However, it demonstrates 
that good merchandising will sell 
homes, partially factory fabricated, to 
a part of the American public. 


Bossert, the Original 


Louis Bossert & Sons, possibly the 
original prefabricators, but no longer in 
business, might also have established 
substantial demand for its factory- 
made houses if its national advertis- 
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ing had been sustained. A quarter 
page, also five 4-inch single column 
advertisements in the Country Gentle- 
men of 1915, were good in selling 
appeal, but represented an investment 
of only $700. Somewhat similar space 
was used in the American Magazine. 
A weak voice raised in behalf of pre- 
fabrication. Copy told of “not even 
a nail to buy’, that “Bossert Redibilt 
Homes are not ready cut lumber but 
completely built houses’, that “merely 
a monkey wrench is required to put 
them together”, that “erecting cost is 
reduced by the Bossert method of con- 
struction to 5 or 6 percent of the cost 
of the house’, that “two ordinary work- 
men can put up one in one to four 
days”. Eight or nine other selling rea- 
sons were advanced with an invitation 
to inspect the Bossert “thirty-two acre 
plant.” Appeal to a larger audience 
with a more wholesome respect for 
prefabrication might have been devel- 
oped by mentioning their higher priced 
homes besides featuring the 18’x24’, 
three room house absolutely complete 
for $750. 

Three single Saturday Evening Post 


pages followed in December, 1918, 
January and February, 1919. Two 


mentioned that “many of the most 
attractive homes of the country, in- 
volving investments of $20,000 and 
more, are of Bossert construction”, but 
the third illustrated a bungalow for 
spring delivery at $575. Peak adver- 
lising ran in 1918 and 1919 with space 
investments of $18,543 and $21,180. 
but we are not certain that these were 
devoted entirely to prefabricated 
houses, as Bossert was also advertising 
out-board motor boats. 

At the same time 


(1918-1919), a 
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ready cut house advertiser invested 
three times the Bossert apropriations 
while other ready-cut manufacturers 
also extolled their wares in national 
mediums. Who will deny that with 
more years of advertising and larger 
appropriations, Bossert Redibilt 
Homes would have gained a foothold ? 
It might be of interest to know that 
3ossert uot only prefabricated his 
houses but his organization generally 
erected them. 


A Depression Baby 

During the post-war boom prefabri- 
cation of houses was dormant but in 
the search for a way out of the depres- 
sion many turned to prefabrication. 
At the Chicago Century of Progress 
Exposition in 1933 and 1934 were two 
houses of steel and another framed 
with steel. Other experiments followed. 
Manufacturers of substitutes for homes 
of wood were reaching out to grasp the 
very important home building market. 
The lumber industry, aroused by these 
attempted invasions, developed plans 
for low-priced, comfortable homes, pro- 
duced attractive promotional literature 
and advertising cuts, to help the lum- 
ber dealer hold and increase his sales 
of lumber. 


“Core™ of Utilities 

The year 1935 presented a waiting 
world with the prefabricated “Moto- 
home”, backed by important manufac- 
turing interests. This all-steel house 
was build around the Moto unit, in- 
cluding plumbing, heating, air condi- 
tioning, electrical and mechanical 
devices in a large metal cabinet, one 
side becoming the kitchen, the other 
the bath. 

The Sunday Magazine section of a 


New York newspaper devoted two edi- 
torial pages to blazoning the news that 
“The Prefabricated House, so long ex- 
pected and discussed, has arrived!” 
Placed on display in a New York 
department store, a ““Motohome” was 
viewed by 160,000 within a few weeks. 
They came, they saw, but did not pur- 
chase, perhaps because of price, possi- 
bly because steel seems to lack the 
cheery warmth of the wooden house. 


Research Organizations 


Between 1935 and 1941, several 
manufacturers of prefabricated houses 
arrived upon the horizon, their systems 
calling for houses fabricated of lumber 
with dry wall and ceiling construction 
which lent to speed of completion. 
The Douglas Fir Plywood Association 
also actively promoted prefabricated 
houses and other small construction of 
plywood, while the John Bf. Pierce 
Foundation (New York), launched its 
small house planned to improve design 
and reduce costs in mass_ building 
through factory fabrication. 

In the Pierce accomplishment was 
realized the dream of Robert L. Davi- 
son, their Director of Housing Re- 
search, who labored for years to de- 
velop a home for the family of modest 
means that would not cost over $2,500. 
In 1937, Mr. Davison stated: “Twenty 
years ago I said the prefabricated 
house was only five years off, and 
today I am saying it is only five years 
away.” Then it was his belief that 
the answer would be found in the ply- 
wood house. 


Savings Nebulous 


Of course, the smaller communities 
are prefabrication’s field. But the small 
town builder erects about four to seven 
houses a year. “How can he save any- 
thing,” we asked ourselves, “in buying 
one house at a time?’ One expects 
lowered prices only with quantity pur- 
chases. Lumber costs are practically 
the same in prefabricated and conven- 
tional building. You save nothing in 
laying floors, on basement and founda- 
tion, in landscaping and _ filling. 
“Carpenter labor on a $5,000 house 
costs $800 to $1,000 and that’s about 
all you save on,’ we were told. 
There would be savings “if you could 
cut five to ten houses, say 2,000 studs 
at a time.” Claims of 5%, 10%, 15% 
savings under varying conditions were 
too general. Possible economies de- 
pended upon the erecting crew eff- 
ciency. We could not satisfy our 
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craving for something tangible about 


dollar savings. 


Washington No Help 


We went to Washington where we 
thought we could surely obtain reliable 
comparative costs between prefab and 
conventional construction. But data 
flair to the prefab industry was not 
obtainable ; it was laboring under great 
admitted handicaps, also 
extraordinary expenses which added to 


pressure, 


costs. According to some “there had 
prefabricated 
houses, the whole object was speed and 
more speed; costs might be cut 30 per- 
cent under normal conditions.” Imagine 
the jolt to be advised by another au- 
thority that “conventional houses 
would not have been Jess in cost to the 
Government.” 


been no savings in 


Consumer Query 


Oft has the advertising world told us 
that “the consumer is King.” So natu- 
rally we asked ourselves: “What do 
buyers of prefabricated houses think 
about their homes?” We were inter- 
ested also to learn what hand _ tools, 
especially hand saws, they had pur- 
chased since moving in. 


But locating buyers of prefabricated 
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houses could be a problem in itself. So 
we turned to our neighbor thirty miles 
away, the Homasote Company, whose 
56 dealer-prefabricators built “more 
than 3,000 Precision-Built houses here 
and there’ between 1934 and 1940. 
Then we went to see groups of owners 
of prefabricated homes. 

ne builder had erected thirty-six 
homes during 1939, 1940 and 1941. 
ach house was 24 feet by 28 feet, with 
four rooms on the first floor and unfin- 
ished attic. There were departures from 
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specifications, no cellars and other 
deviations, in the first ten houses. Own- 
ers of some of these homes had com- 
plaints, but none more serious than 
those coming from occupants of higher 
priced, conventionally built houses 
where we also called in developing our 
yard stick. The system was followed 
closely in twenty more houses, which 
had cellars with gas, coal or oil heat. 
One buyer sold her house because of 
sickness, wanted to buy it back later, 
but the purchaser would not sell. An- 
other likes his house “because buying 
is cheaper than renting.”” A woman and 
husband “are in love with our little 
home.” She likes “the combination 
kitchen and dinette” especially. A man 
is “satished with everything.” They 
all like “the hardwood floors.” 

These twenty houses, alike as to di- 
mensions but differing in floor plan, 
sold eighteen months to two years ago 
for around $3,650. The purchasers 
knew they were buying prefabricated 
houses, some watched the erection. Un- 
derstand, these interviews were made 
by researchers interested only in the 
possible effects of prefabrication on our 
Disston business. 


Satisfied Owners 


In Bridgeport, Conn., a lumber com- 





pany had erected fifty-nine prefabri- 
cated homes in “Burnsford Village.” 
The houses are 24 feet by 30 feet on 
lots 50 feet by 100 feet deep. They 
have colorful roofs of 210 pound as- 
phalt shingles. There are a half dozen 
different designs, all bright, modern, 
attractive inside. One occupant “likes 
the layout, all on one floor”, another 
is pleased with her “modern kitchen, 
hardwood floors, the big cellar.” A 
third finds the house “warm and com- 
fortable in the coldest weather”, while 


a housewife, gomg to the back door on 
a warm day, greets someone with “it’s 
nice and cool in here.” 

Built in 1941 and 1942 to keep a 
prefabricator partially busy between 
Government contracts, these houses 
sold for more money than those in the 
other group. A buyer paid $4,800 for 
a house with detached garage in the 
fall of 1941; another $4,700 without 
garage, perhaps a difference in heating 
equipment. Most of the purchasers 
bought because of a scarcity of rentals. 
They had occupied three room apart- 
ments, floors of houses, a very old 
house torn down, paying rents of $31.00, 
$34.00, $40.00, $42.00. They paid 
plenty for the houses. However, in all 
contacts, we asked: “Would you buy 
another house like this one if your hus- 
band had to move to another city?” 
The invariable answer was “Yes”. 

Of course, the owners of these fifty- 
nine houses had lived in them only four 
to ten months, hardly time to judge 
how they will stand up. However, 
we believe that they will prove as dur- 
able as conventionally built houses. 
While one of the hurdles prefabrication 
must overcome is a prejudice against 
factory built homes, the fact that these 
were prefabricated created no doubt in 
the minds of the owners as to the 


Homes prefabri- 
cated by the City 
Lumber Company, 
Bridgeport, Conn.. 
constructed by 
Burnsford Homes, 
Inc. These were 
some of the homes 
visited by Mr. 
Wilder's staff 


strength of construction. 
The Unlovely Defense Houses 
Over against this we have thousands 
of prefabricated buildings rushed to 
completion for defense workers, row 
upon row of unlovely structures, to say 
the least, with their rough sidings creo 
sote-sprayed instead of painted. They 
are eyesores, will be for years to come 
although their years may be few. Prop- 
erty owners are naturally against them. 
They will hurt rather than help pre- 
fabrication where located, although one 
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erector flies an “Army-Navy E” flag 
for sturdy contribution to Victory. 

In the Housing Emergency, our sec- 
ond generation of prefabricators came 
bravely to the fore, individually pro- 
ducing hundreds and even thousands 
of buildings within short periods. 
‘Lhey have learned much. In a single 
instance, factory production stepped up 
irom a pre-war figure of three to four 
houses a week to ten or twelve a day. 
Prefabrication methods were also em- 
ployed by heavy construction compa- 
nies and others rallying to the effort. 
By adopting these methods Barrett & 
Hilp of San Francisco produced and 
erected 5,000 houses in the east within 
a half year, while on the Pacific coast 
the Haddock Construction Co. of Pasa- 
dena, fabricated and put up 3,242 
dwellings in record time. 


A New Ford or GM? 


Among the present host of prefab- 
ricators, have we any future Fords or 
General Motors: Most members of 
the industry answer “No”. With those 
of seasoned experience, it is the opinion 
that post-war activity will be largely 
controlled by a few organizations of 
size, each believing that he will be 
among those present, no doubt. 

Our study shows that there are pre- 
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fabricators with builder distributors. 
Others sell direct to home buyers, 
doing the erecting within limited areas, 
arranging with contractors elsewhere 
to erect under manufacturer super- 
vision. Some can become nationally 
important, at least can advertise na- 
tionally as members of an association. 
It is within the realm of one’s imag- 
ination that a national prefabricator 
might manufacture his lumber as well 
as millwork, prefabricate houses at 
strategic points, nationally advertise a 
’ackage House, including bathroom, 
heating, plumbing, electrical and other 
equipment. He might coordinate sales 
and financing with a Home linancing 
Plan. Such a manufacturer would 
approach Ford or General Motors’ 
size, for home building is one of our 
largest potential industries. 
Lumber Dealers’ Problem 
Indications point to more prefabri- 
cating activity by large lumber dealers, 
due to promotional effort by the Doug- 
las Fir Plywood Association, the 
Homasote Company, also others who 
license the manufacture of prefabri- 
cated homes under their patents. Then, 
some operative builders will employ 
site prefabrication. Wide awake lumber 
dealers in small towns will adopt pre- 


Glorifying the 
prefabricated 
house by show- 
ing higher cost 
homes on cover 
of advertising 
brochure 


fabrication to produce small buildings 
—garages, hog houses, brooder houses, 
grain bins and other structures—for 
which they will find a ready farm mar- 
ket. This may lead to dealers becom- 
ing distributors of homes in some 
instances, but here there is a problem. 


Where Is the Mark-up? 


The average lumber dealer mark-up 
is 35% to 50% above cost. Some 
prefabricators say it isn’t in the wood 
to pay the dealer to interest builder- 
customers in prefabrication. Others 
say they can allow 10% or 15%, that 
the dealer’s profit will be less per dollar 
sale, hut that his gross will be greater. 
At this point may we inject that possi- 
bly our prefabricators should think also 
about greater turn-over, trimming their 
profits slightly, so that the dealer may 
have a greater return. 

Important lumber dealers agree that 
they are the logical distributors for 
housing sections. They appreciate that 
in selling Package Houses, they might 
profit more, even with smaller percent- 
age of return, than if they sold, say, 
the framing only, with the flooring or 
roofing order going elsewhere. How- 
ever, we must recognize that some 
lumber merchants are prejudiced 
again prefabrication, feeling they must 
protect the business obtained from cen- 
ventional builders. Such merchants 
must be reminded that they cannot 
stop the march of progress. If pre- 
fabricators are set to obtain a share 
of home building demand, builder cus- 
tomers will have to go with rather than 
against the tide. Dealers can still co- 
operate with builders, turning over to 
them work that cannot be handled 
through prefabrication. 

The prefabricators of homes have 
their problems—financial, labor, distri- 
bution—but American industry has 
solved problems before. We are un- 
convinced that the prefabricated house 
costs less than the conventionally built. 
However, thousands have bought them, 
also hundreds of thousands have pur- 
chased ready-cut houses through the 
stimulation of national and other ad- 
vertising. We believe the prefabricated 
house of the future will be architectur- 
ally more attractive, that better homes 
will be produced at reasonable costs 
with the abundance of new building 
materials promised. It has been stated 
that under right conditions this coun- 
try could absorb 900,000 to 1,200,000 
dwellings a year for a number of 
years after the war. We believe that 
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Prefabrication will obtain an increas- 
ing share of the market. 

From past experience, the prefabri- 
cating industry is counting largely 
upon the demand for houses within the 
$2,000 to $3,000 bracket, very few 
above $3,500, without lots. Some may 
expect to sell $5,000 to $6,000 houses. 
A manufacturer with several years of 
successful prefabricating experience 
claims that “over half the new homes 
under $4,000, exclusive of lot, will be 
prefabricated”’. 


Glorify the Product 


From a study of literature issued in 


the past, we gain the impression that 
the industry has sold down rather than 
up. For many years the manufacturer 
of a felt base floor covering has run 
pages in color of national advertising, 
showing his product on the floors of 
beautiful homes. One could almost 
visualize “Mrs. Astorbilt’” stepping 
down her grand stairway and on to a 
floor of nationally famous ‘“‘Congo- 
leum”. Thus was the product success- 
fully glorified. 

While past demand for homes may 
have been in the $2,000 to $5,000 or 
$6,000 class, prefabricators might ben- 


efit by illustrating and being prepared 
to supply the occasional $12,000 or 
$15,000 dwelling. This thought finds 
expression in a folder recently issued 
by the Homasote Company, the cover 
illustrating a cottage, two substantial 
two story homes topped off with a 
house on a country gentleman’s estate. 
Thus, does it point the way to greater 
acceptance. 

More might be said about the pre- 
fabricated house for the Market Re- 
search Study is an interesting one. 
Possibly we have conveyed to you that 
this type of home construction has 
arrived ! 


Paints and Wallpapers Justify Separate Store 





Paints and wallpapers in a separate 
store in connection with their yard, 
was the method used by the Pantzer 
Lumber Company, Sheboygan, Wis- 
consin, to combat the depression. And 
now in wart time it again proves to be 
a sail to windward. 

The paint division is managed by 
Karl Smith who has attracted retail 
trade by advertising plenty of parking 
space and quick delivery, the store be- 
ing located at the outskirts of town. 
Attention is concentrated on getting 
women customers as they do the se- 
lecting and buying of wallpapers and 
do quite a bit of odd job painting 
themselves. 

When they first went into the paint 
business they also began handling 
hardware as an accommodation, fitting 
out display rooms to show the various 
items. The business grew to such an 
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SInterior of store de- 

aa voted entirely to paints 

and wallpapers, in con- 

nection with yard of 

Pantzer Lumber Com- 

pany, Sheboygan, Wis- 
consin 





Post card which 

replaces part of 

jobber's former 
auto mileage 








l'itBe There! 


You see, on account of rationing, | can't 
get around to you as in the past. BUT, | 
if you want me for anything, I'll make a | 
V for Victory and get there quick! If | 
you need a supply of MINNESOTA paint, 
or MINNESOTA information, or help 


with a job, just let me know. 


aneearcomenenceanenisnsateenncemnntenssinitil 


PANTZER LUMBER COMPANY 
110 Seuth 14th Se. 
Phone 180 
SHEBOYGAN, WISCONSIN 








extent that the dispay rooms, finished 
kitchen, living room, dining room, den 
and a bathroom complete in every de- 
tail, were built on the second floor. 
Needless to say these rooms help with 
lumber and millwork as well as paint 


and wallpaper sales. 

Being jobbers for Minnesota paint 
in two counties, Mr, Smith got out the 
illustrated return card which he mailed 
to all his dealers when he had to cut 
down on his calls. 
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Manpower and Material 


The trouble is that no two authorities 
agree about estimates for this year. For 
example, the manpower distribution question 
isn’t yet answered; and it looks now as 
though the size of the army is going to be 
substantially increased. That seems.to be 
one immediate effect of the African confer- 
ence; although the efforts to limit the army 
to about its present size or to the seven and 
a half millions mentioned earlier had pretty 
well flushed out before the conference was 
announced. But the statements of allied war 
aims have given fresh impetus to a bigger 
army. It is clear enough that a bigger army 
will mean all sorts of readjustments in 
civilian organization. Specifically, it will 
mean a further shortage in manpower for 
lumber manufacture; also it will shorten the 
companion material supplies needed in build- 
ing. So there are as many variables in the 
guesses as there are guessers. 

Until this probable increase in the size 
of the army loomed up, it looked as though 
there’d be a fairly comfortable volume of 
lumber for the civilian trades; pretty well 
distributed through all needed grades and 
patterns. As a matter of fact, though many 
don’t like to say so out loud, a fairly large 
percentage of lumber retailers had their best 
and most profitable year in ’42. Sure, it 
was hard to get some kinds of stock. The 
regulations drove many of them wild. But 
in one way or another the aggressive dealers 
did get something to sell. Ask Ray Saber- 
son if they didn’t. Until this army increase 
came up, limitations on acquiring stock were 
being relaxed. Some 30 percent of fir pro- 
duction was available for civilian distribu- 
tion. The armed forces at the moment are 
asking chiefly for timbers; something that 
calls for hard boiled selective logging or else 
making side cuts for which, under the rules, 
there was no market. So the gov’t relaxed 
its rules; allowed frame construction in the 
general production areas of the Northwest 
and the Southwest, largely to make a mar- 
ket for these side cuts and thus to stimulate 
the production of timbers. Other items indi- 
cated the relaxing of controls, indicating that 
civilian supplies were more plentiful; the 
matter of allowing the use of Nos. 1 & 2 
common fer repair and maintenance of 
civilian buildings, lifting the 60-day inventory 
limit, raising the ratings on most civilian 
construction, allowing inventory replacement 
on items previously excluded and encourag- 
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ing retailers to use PD-1X applications to 
build up depleted inventories. Added to this 
was the pretty well substantiated rumor that 
larger supplies of steel would be available 
for civilian construction. Also added was 
the relaxing of construction standards for 
war housing; larger rooms, increased use of 
softwoods and the like. 

General feeling seems to be—though lum- 
ber officials are profane about being quoted 
by name—that there will be as large and as 
diversified lumber stocks available for retail- 
ers this year as last. That could be changed 
quickly. There might be some added can- 
tonment construction to care for the bigger 
army ; though that doesn’t seem a large prob- 
able drain. We're well over the hump of 
war housing, and industrial war plants are 
practically as big as they'll be. Those items 
ought to account for a considerable relaxing 
of limits on retail lumber items. From 
Washington, it looks as though a reasonably 
full assortment of grades, patterns and 
species would be available; not complete, but 
fairly so. 

In hardwoods, the picture isn’t very clear. 
A bigger army will mean more trucks with 
hardwood bodies. The shipping program— 
cargo bottoms, barges and the like—will 
absorb a good lot of hardwood for keels, 
ribs and the like. The barge program will 
take a huge amount of softwood as well as 
hardwood; the former in special sizes. That 
will have some effect on softwood distribu- 
tion; but it’s possible that the very fact of 
using thick and long stock will involve those 
side cuts that will necessarily be available 
for civilian distribution. Furniture makers 
are being put to all sorts of expedients to 
get the necessary hardwoods; lamination of 
low grades, experiments with hardwoods not 
formerly popular in their trade. 

However, if you can make an accurate 
guess on manpower policies, especially on 
the size of the armed forces, you'll be able 
to guess as accurately as anybody can about 
the volume of lumber production; and that’s 
going to be the determining factor. Give 
us the logging and milling hands and we’ll 
keep the retailer supplied. 

The whole situation seems to be reaching 
a rather healthy position of realism. There’s 
no longer the feeling that it’s patriotic for 
business in private lines to bust, for the 
greater glory of American arms. On the 
other hand, there’s an equally realistic feeling 
that the armed forces must have what they 
need. Out of these two positions is coming 


a fairly cheerful and fully determined 
intention of making the practical best of 
what is available. No longer the feeling 
that unless I can have everything I want 
I can’t have anything at all. 


“Man Hunt" 

A recent meeting at Sacramento, Calif. 
of representatives of every lumber workers’ 
union local in northern and central Califor- 
nia with representatives of the War Man- 
power Commission has resulted in a state- 
wide “man hunt” for skilled and unskilled 
workers urgently needed in the Northwest 
lumbering industry. The joint search is for 
men to fill from 500 to 600 immediate open- 
ings in western Oregon and Washington. 

With the seasonal closing of mills in 
northern and central California, it was esti- 
mated 3,000 men are available. They are 
urged to make immediate application at their 
nearest employment office. The men will be 
given free transportation and guaranteed 
ninety days’ work in Oregon and Washing- 
ton. 

The shortage of manpower to cut the tim- 
bers in the Northwest is so critical the War 
Production Board sent representatives from 
Portland to Sacramento to round up loggers, 
millmen and laborers. 

Handbills are being distributed throughout 
northern and central California by the In- 
ternational Woodworkers of America, urg- 
ing members to “help win the war in the 
battle of production.” 


Retailers’ Outlook 

If we can average the guesses of those 
who are doing informed guessing, that aver- 
age guess is that retailers will get a rather 
good supply of the lumber items they need; 
possibly as large in footage as last year, 
though the unknown X of the size of the 
Army sticks its nose in at this point. The 
feeling is that this available stock will fit 
the retailer’s needs, in point of sizes and 
grades, rather better than it did last year; 
chiefly because the government is now using 
a rather smaller percentage of common, con- 
struction grades that dealers want and a 
larger percentage of timbers and aero 
grades. Cutting these special items gen- 
erally involves side cuts and collateral pro- 
duction useful in civilian building. 


Buying Power 
So far, there’s a flood of surplus buying 


power in the country; despite the bogey of 
taxes. When people, or any considerable 
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portion of them, have money to spend they’re 
going to spend it. True, a lot of the retail- 
ers who weighed in with big profits last 
year got part of their income from sidelines 
that might be sold in any shop. Thousands 
of dollars worth of game; dominoes, check- 
ers and all the rest. That has no bearing 
on the lumber supply. But it appears that 
the boys who were ingenious about side- 
lines were able also to get lumber stocks. 
Solve that X of manpower, and you'll have 
a good idea about the size of construction 
inventories available for retail purchase. A 
personal guess, for which we wouldn’t want 
to be hanged, is that there’ll be a reasonable 
volume. Sure, a lot of men pull long faces 
and look like a September persimmon when 
they’re asked about civilian supplies. I sus- 
pect that’s protective coloration. They fear, 
if they talk about available supplies, the 
whole retail industry will commit a Blitz- 
krieg on them, trying to destroy the whole 
pattern of distributive regulation. Of course 
if we were given a free hand we could sell 
the whole °43 lumber output at retail and be 
yelling for more. I[qually of course we're 
not going to be given that free hand. It’s 
a comparative matter. Compared with last 
year, unless too many of the imponderables 
gang up on us, °43 ought to be a pretty 
good year. It would be a fairly safe bet 
that a persistent and inventive retailer will 
do right well for himself this year and that 
he'll have better, larger and more evenly 
distributed lumber stocks with which to do it. 


African Conference 


The “Unconditional Surrender” conference 
in Africa is one for the book. For the 
allied armies, it marks the shift from defense 
to attack. For our industry, it marks a 
scarcely less important change in the business 


pattern. The war effort, abroad and at 
home, is getting professional. 
Don’t be disturbed by this fact. You've 


been hoping for it. Most of the sharp busi- 
ness corners have been turned; most of the 
abrupt change-overs made. The trial-and- 
error period was necessary and exciting; 
also full of unmarked hazards. 

The day-by-day adjustment of the pattern 
remains to be done. That’s plenty. But it 
is something every business must work at 
constantly, both in war and in peace. In 
this professional phase you'll know, better 
than you have so far, what to do and how 
to do it. 

Manpower distribution, for example, will 
feel the impact of the African conference. 
We thought we knew the formulas of this 
distribution. It’s an old story, of course, 
that this problem turns upon finding the 
point of balance; the relative numbers for 
the armed forces, for agriculture, for indus- 
trial production. A war economy is no 
stronger than its weakest link. 

Some of those early manpower guesses 
were correct; but enough have been proven 
wrong by events to throw the original cal- 
culations out of balance. When early trou- 
bles of labor distribution showed up, it was 
widely believed that an over-all worker 
shortage would be the production bottle neck. 
Labor distribution is still bad; but reservoirs 
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of American labor power are still untouched. 

We know that top numbers for the fight- 
ing forces will be determined largely by 
supplies of steel, shipping and food. The 
high command has taken these factors into 
account; has based its figures on what it 
knows about American production and the 
end uses that can be served by this produc- 
tion. These men know that not all indus- 
trial plants are at work, that not all sources 
of raw materials have been utilized, that 
many war industries are already large 
enough to supply the army they want. 

The important factor, from our personal 
point of view, in this professional phase of 
the war is that civilian needs are getting 
realistic treatment in co-ordination with 
military needs. We'll not get all we want. 
But it’s clear we're not going to be thrown 
suddenly into the ashcan because some officer 
covets what we have. Public officials no 
longer feel they’re failing to serve the war 
effort unless every hour, on the hour, they 
knock the props from under some phase of 
civilian goods distribution. Chairman Nel- 
son has said publicly that further reductions 
of civilian goods would serve no useful war 
purpose. 

The negative business of reducing peace- 
time commerce to a war footing is fairly 
well completed. That was the change-over. 
The positive business of managing efficient 
distribution of available civilian 
now under way. 

The excited era in which the public prose- 
cutor first hanged the accused and then gave 
him a trial is pretty well over. There is 
no reason for the singsong in the daily press 
about the inevitable failures of small busi- 
nesses. Some will fail. Some, for different 
reasons, would have failed even if the war 
had not occurred. Chief result of this clamor 
is to weaken the credit position of small 
businesses that, with fair treatment, could 
make the grade and serve the war program 
faithfully. If you’ve come through the vigi- 
lante era of trial and error—and you have— 
don’t be afraid of the professional era of 
civilian goods distribution. 

Lumber retailing in ’42 had its problems. 
Some dealers suffered. All found that doing 
business under public regulation was a wear- 
ing performance. 
to know inside 


goods is 


But those in a_ position 
facts say that ’42 was a 
good retail year; possibly the best in a 
decade. This was managed in full co-opera- 
tion with the war effort; wasn’t done in a 
corner while official attention was attracted 
elsewhere; was done by utilizing supplies not 
needed by war industries. Expect as good 
an opportunity this year. 

There will be rather rapid expansion of 
war contracts allotted to small business. In 
the early rush it was necessary to depend 
upon big industries. Expansion from now 
on will include the smaller plants; utilizing 
their equipment, their local labor, their spe- 
cial sources of materials. 

Small business men have asked the gov- 
ernment to appoint a civilian supply admin- 
istrator ; not to chisel supplies needed by the 
army and navy but to manage the most prac- 
ticable use of materials allotted to civilians. 
Whether or not such an officer is appointed, 
the purpose aimed at is sound. 

The African conference, we'll guess, more 


or less marked the point of change to a 
professional program on the home front. 
Forty-three can be a pretty good year for 
us; as patriots and as business men. 

Revision of the war housing construction 
standards permits more floor space and 
allows the use of softwood lumber for fin- 
ishing and sub-flooring. In the lumber pro- 
duction areas of the Northwest and of the 
Southeast, the revision permits use of lumber 
in constructing outside walls. The last 
named permission is intended to create local 
markets for construction lumber, produced 
in connection with special timber manufac- 
tured for the Armed Forces. 


Gasoline 


OPA has agreed to issue temporary trans- 
port gas rations beyond Jan. 31, in order to 
assure farmers and other commercial vehicle 
operators adequate mileage. This is to cover 
cases of applications or appeals still under 
consideration. Except on this temporary 
basis all transport rations are determined by 
the gallonage allowed on the Certificates of 
War Necessity. Quotas for tires and recaps 
for February are at about the January 
levels. 

An ODT man told with some sour amuse- 
ment that a bootlegger had secured a Cer- 
tificate of War Necessity for his truck. 
When the ’legger’s true occupation came to 
light, the officials studied his application 
with special interest. He had described his 
labors as the transportation of farm prod- 
ucts, beverages and similar articles of com- 
merce. 


Longer Work Week 


Chairman McNutt, of WMC, says he 
thinks the work week must be lengthened 
to 48 hours if maximum production is to 
be reached. War plants now average 46 
hours; other industries less. Several officials 
in Washington have pointed out that one 
“untapped source of manpower” is_ the 
longer work week. 

Vice President Wallace, in an interview: 
“We need the driving force of self-interest 
to get most of the work of the world done.” 
Added, that we can have full employment 
without destroying private initiative, private 
capital or private enterprise; holds that gov- 
ernment must accept major responsibility for 
filling in whatever gaps business leaves. “The 
more private enterprise succeeds in main- 
taining full employment, the less government 
spending will be required.” 


Price Rise 


Prentiss 2. Brown, OPA, in a press con- 
ference predicted an inevitable, slow, well- 
ordered rise in prices. Rate, probably hali 
of one percent a month. Price control is 
again near the top of the U. S. list of prob- 
lem children. Reason, U. S. warehouses 
show definitely the drain caused by living 
out of inventory; especially in clothing, 
household goods, some types of furniture. 
“Scare buying” at wholesale levels indicates 
that many private citizens are not philosophi- 
cal about shortages when they have folding 
money in their pockets. 
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qhe WARM MORNING Coal Heater 


Te tor by tial ie 


By arrangement with and permis- 
sion of the War Production Board 
and the War Department, the famous 
WARM MORNING coal heater, 
thousands of which are being used 
in Army Camps throughout the 
nation, is now being made available 
for essential civilian use. 


This is the same heater that has received @& 


such nationwide acclaim from so many 
thousands of users since it was put on the 
market three years ago. It is decidedly new 
and different and has superior patented 
features which are responsible for its re- 
markable performance. 
a WARM MORNING is clean, convenient, 
safe, healthful, dependable and economical. 
The user is assured an abundance of heat 
when and where it is wanted. 
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* MODEL 120B 








Retail Price $45.95 in Central and Eastern States. 
Retail Price $47.95 in New England, Rocky Mountain 
and Western States. 

*This Model 120B is the same as Model 120A except that it has no enameled parts. 








TESTED AND APPROVED: By ANTHRACITE INDUS- 
TRIES LABORATORIES « By BITUMINOUS COAL 
UTILIZATION COMMITTEE « By HOUSEHOLD 
SEARCHLIGHT TESTING LABORATORIES and by 


many thousands of users. 


CHECK THESE AMAZING FEATURES: 


1. Semi-automatic, magazine feed. 
2. Holds 100 Ibs. coal. 


3. Burns any kind of coal, (anthracite, 
bituminous or lignite) coke or briquets. 


4. NO CLINKERS, only fine ash. 


5. Start a fire but once a year. 
6. Assures substantial fuel savings. 


7. The only heater of its kind in the 
world. 


8. Requires less attention than most 
furnaces. 


9. Heats all day and all night without 
refueling. 


10. Holds fire 24 to 36 hours in cold 


weather; several days in mild weather. 


11. The home is WARM every MORN- 
ING regardless of the weather. 


12. Solid and substantial, yet neat in 
appearance. Built to give years of 
service. 


13. Low in first cost—costs much less to 
use. 


14. Materials, workmanship guaranteed. 


15. Patented construction principles and 
materials used assure more complete 
combustion with far superior radia- 
tion and more sustained heat. 


See Your Distributor for Full Information! 


COAL 
HEATER 





A Product of LOCKE STOVE COMPANY. 114 W. 11th St., KANSAS CITY, MO. 
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TRENDS and INFLUENCES 


War Housing 


While contractors working with the gov- 
ernment erected a majority of the homes in- 
tended for workers in war plants, private 
builders were by no means excluded from 
the business, for, though contractors finished 
about 6,000 units with priority assistance, 
‘of the 14,342 dwellings of all kinds com- 
pleted during 1942, one thousand others 
were started before the establishment of the 
priority system, according to a report issued 
by Milton Fischer, acting regional repre- 
sentative of the National Housing Agency. 
But though the housing completed last year 
by the Federal Public Housing Authority, 
construction and management unit of the 
NHA, included 4,475 homes for families of 
three and 900 dormitories and apartment 
accommodations, including 1,367 trailers, this 
program met only a portion of the demand 
for quarters by incoming workers. The need 
of living facilities is still very large as well 
as urgent, and because of materials and 
labor shortages, existing structures must be 
relied upon to carry an increasing share of 
the load. 

Mr. Fischer estimates that private indus- 
try will erect another 4,000 family units in 
the course of the new year, half of which 
will be designed for rent and half for sale. 
Federal construction is expected to reach 
3,320 family units for 1943. These figures 
show that the necessity for private building 
is still great, but the requirement to obtain 
priorities in order to get the needed con- 
struction materials, along with the inability 
to secure artisans and other labor may be 
expected to work against any opportunities 
of importance for the exereise of enterprise 
by individuals, so that haphazard means will 
constitute reliance for the housing of a large 
number of the employes in war plants, while 
the matter of improvements, expansions and 
repairs of accommodations will be much re- 
tarded or obliged to await the advent of 
conditions under which the tide of employ- 
ment will again be turned in the direction of 
private undertaking. 


All-Time Construction Record 


Construction contracts to a total of $8,255- 
061,000 were awarded in the 37 eastern 
states during the calendar year 1942, F. W. 
Dodge Corporation announced today. This 
was 37 percent greater than the total for 
the preceding year, and nearly 25 percent 
greater than the figure for the previous 
high-record year 1928. Building contracts, 
amounting to $5,714,458,000, increased 34 
percent over their 1941 volume; heavy en- 
gineering contracts, amounting to $2,540,- 
603,000, increased 46 percent over the pre- 
ceding year. 

Most spectacular increase was 
factory construction, contracts for 
amounted to $2,227,458,000 in 1942, com- 
pared with $1,181,523,000 in 1941; both 
year’s figures exceeded all previous records. 
Contracts for residential building, exclusive 


in new 
which 





of barracks for the armed services and war 
workers, declined from $1,817,419,000 in 
1941 to $1,149,481,000 in 1942. On the other 
hand, contracts for the barracks type of 
housing accommodations increased nearly 
five-fold over 1941. 

Commenting on the record-breaking con- 
struction program carried out in = 1942, 
Thomas S. Holden, president of F. W. 
Dodge Corporation, stated: ‘“Public-owner- 
ship projects represented 87 percent of the 
enormous 1942 total, reflecting the domi- 
nance of war construction in the year’s 
activity. It is generally understood that the 
peak of war construction has been passed 
and that this year’s program will shift em- 
phasis strongly to end-products. It is esti- 
mated that construction contracts in 1943 
may approximate half the dollar volume of 
1942. Even this reduced volume, however, 
would be greater than that of the average 
peacetime year.” 


Savings Up, Loans Drop 


For the sixth month in a row the savings, 
building and loan associations in November 
took in more money from savers and _ in- 
vestors than in the like month of 1941, the 
United States Savings and Loan League 
reports. Ralph H. Cake, Portland, Oregon, 
president of the League, says that at the 
same time withdrawals from the associations 
for normal purposes were less than for the 
same month of 1941. This was the seventh 
successive month to register a decline in 
outflow of funds in comparison with the 
previous year. 

A total of $99,687,000 was newly invested 
in November, a gain of 2.1 percent over the 
like month of 1941 which had itself set a 
twelve-year record for November receipts. 
A 12 percent decline of the inflow as com- 
pared with October was noted but this is 
apparently a seasonal fluctuation since a 
decline has occurred in similar proportions 
since the figures began to be compiled 
monthly. 

Both the increased receipts and decreased 
withdrawals are called helpful in combat- 
ing inflationary tendencies in war economy. 
New money invested in the thrift and home 
financing institutions and the money left 
there which might have been drawn out 
represent postponed buying power. Some 
of the progress made in postponing the 
spending inclinations of the citizens is un- 
doubtedly due to the growing scarcity of 
the kind of substantial goods people used 
to buy, automobiles, radios, refrigerators, 
etc. 

Money which the savings and loan institu- 
tions received in their share accounts this 
past November represented a 43 percent 
increase in dollar volume over receipts for 
the same month of 1939 when the average 
American was as yet little affected by the 
war which had just begun in Europe. Both 
the factors of ability to save and more eager- 
ness to save have contributed to this notable 
development of the thrift habit. 
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SELL “PENNVERNON” 
_. . NOT JUST “WINDOW GLASS“ 


@ What makes good window glass? Primarily, two qualities: good vision 
and surface beauty. Pennvernon Window Glass provides these two 
advantages in high degree. For a sheet glass, it is remarkably free from 
the defects which frequently tend to distort vision. And it has a brilliant, 
reflective surface finish on both sides of the sheet. Look through Penn- 
vernon Window Glass . . . or look at it... and in either case, you know 
immediately that it is a glass thoroughly worthy of quality windows. 


ENNVERNON WINDOW GLASS 


PITTSBURGH PLATE GLASS COMPANY 
‘PITTSBURGH stends for Zualiiy Glass ant ttt’ 
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FORESTS 
FIR 


JePADY for post war use are the 
vast forests of sturdy Douglas 
Fir. The tough and strong quali- 
ties of Booth-Kelly lumber are 
now being utilized in many new 
ways because of the versatility 
of the wood, which is hard and 
tough in the log centers, suitable 
for the strongest structural job, 
and fine grained and soft-textured 
farther out, ideal for fine millwork 
and specialties. 


When war needs are over Booth- 
Kelly Certified Douglas Fir will 
have a large place in the things 
to come. 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


TWO MILLS—SPRINGFIELD & WENDLING, ORE 


BochAtell 


“LUMBER CO 
SUGENE ORE. 
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Peas trom Our Posthox 


Where the Reader is the Writer 








Letter from England 
Gentlemen : 

We are enclosing copy of a letter we have 
received from our friends, Bryce, Junor & 
Jellie Ltd., headquarters in London, Eng- 
land, and no doubt they have written some 
similar letters to other friends of theirs in 
this country and possibly someone else has 
already passed the same along to you. 

My thought in sending you this letter is 
that there are a great many of your readers 
who will be interested in this communication 
which is so typical of the spirit of the Brit- 
ish people. 

T. C. MaTTHEWS 
M. B. Farrin Lbr. Co. 
Cincinnati, Ohio 
Dear Sirs: 

Due to trading restrictions brought about 
by War, which hardships we all readily ac- 
cept, it seems a long time since we have had 
the pleasure of writing to or hearing from 
your good Firm, and so we feel impelled as 
Christmas time approaches once again, to 
send a word of greeting to you. 

Most of our loyal staffs are in all 
branches of the Services, and those of us 
who remain are in Civil Defense or the 
Home Guard, waiting for the opportunity to 
finish off the Nazis. 

The organization of our Firm is intact, 
although we suffered the misfortune of hav- 
ing the Liverpool Office bombed and burnt 
out by the enemy. However, though incon- 
venient, as you can imagine, it was nothing 
to worry about in these exciting days, and 
we are, like the rest of our Countrymen, 
grimly determined, with the aid of our splen- 
did Allies, to put the Nazis right out once 
and for all. The War now seems to be mov- 
ing definitely in our favour, and perhaps final 
victory may not be so very far distant. When 
that day comes, we look forward to once 
more resuming our happy pre-War connec- 
tion with you, and we hope on a much 
larger scale than before. 

We trust that you are well, and are sure 
you are busy producing maximum quantity 
of lumber for defense (and offense) pur- 
poses. When you have a moment to spare, 
we should be delighted to have a line telling 
us how you are faring. In the meantime, we 
send you our very Best Wishes for Christ- 
mas, and with you, look forward to the New 
Year with hope and confidence. 

With the writer’s personal best wishes to 
your Principals and Staff, we remain 

Bryce, Junor & Jellie Ltd. 
London, England 


Virginia Ambassador 


Dear Sir: 

“Tf you can’t be friendly in a little bus, 
how can you get along in a great big world?” 

Last night I rode home in a bus driven 
by an ambassador. He had a cheerful greet- 
ing for every passenger who got on and a 
cheering Au revoir for them as they left. 
Without a chiding word he had his bus 


packed to capacity. He was hurrying along, 
taking on and unloading passengers with 
facility. At one time he declared: “Every 
second counts, but don’t get hurt; we have 


plenty of time for you to get off.” Every 
word was vibrant with cheer. 
He generated a spirit of camaraderie 


among his passengers, who were exchanging 
pleasant comments among themselves, some 
of them commendation of his ability to keep 
us in such good humor, despite a standing 
ride home at the end of a busy day. Yes, 
sir! That fellow gladdened our hearts! 

As I left the bus, I couldn’t deny the im- 
pulse to compliment him, and his response is 
quoted in the opening paragraph above. The 
more I think of it the more I am convinced 
he “had something there.” 

The habit of being cheerful and cheering 
is one that every one of us should cultivate. 
It is a habit that particularly becomes those 
of us who call on others. Nobody is ever 
more welcome than the caller who leaves a 
constructive and pleasant wake. 

During these trying war times when 
nerves are taut, when hearts are heavy, when 
people are discouraged, the good soldier on 
the home front who can help us bear the 
burdens of war is matching the ideals, if not 
the valor, of our blessed soldiers on the far- 
flung battlefields of the world. 

“A tear for those who sleep! A smile in 
triumph for those who return!” Today let’s 
resolve that we will deserve their fortitude 
and valor. Let’s buy War Bonds for Vic- 


tory. Let’s keep up the morale of the home 
front. 
Yes, sir! Let’s share in a victorious New 


Year for our arms! 

Harris Mitchell. 
Virginia Building Material Assn. 
Richmond, Va. 

@ I think your experience, the way it 
impressed you, and the manner in which 
you have expressed it, certainly drives 
home a valuable lesson at this time.—Ed. 


Topping a Record Breaker 
Gentlemen : 


We note with interest a picture and letter 
on page No. 48 of your January 23rd issue, 
where Mr. Croushorn of the Carr Lumber 
Company, Pisgah Forest, N. C. takes pride 
in the size car of Poplar he recently ship- 
ped. During the month of October, 1942. 
we received a car from the Deer Park Lum- 
ber Company of ponderosa pine which con- 
tained 66,576 ft. which is the largest yet re- 
ceived in our yard, although we have had 
several more topping 60,000 feet. 

Do you suppose that anyone can better 
this quantity? 

John W. Zimmermann. 
Cronk Mfg. Co. 
New Brunswick, N. J. 
Mountain States Assn. 

@ Mr. Croushorn’s car consisted of 
51,979 feet of Airplane Poplar. Can any- 
one top Mr. Zimmermann’s 66,576?—Ed. 
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“Paul Bunyan’s” 
CALIFORNIA PINE 
Ponderosa & Sugar Pine 
Lumber Moulding 
Plywood 
Venetian Blind Slats 





“Paul Bunyan’s” 


CALIFORNIA PINE PLYWOOD 


Utilizing today’s rapid technical progress Red River carries on improvement of plant and the study of new meth- 
ods, equipment and materials. With wood products vital to victory Red River's output is going into war production. 
When the war is over “Paul Bunyan’s” soft-textured pine plywood will return to the construction of a peaceful civili- 
zation a better and more versatile product. 





\ 
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“PRODUCERS OF WHITE PINE FOR THREE GENERATIONS" 


THE RED RIVER LUMBER COMPANY 
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MESES IN 3 BSNS SS = Piven. iol, 
Four outstanding boats built by Chris-Craft with exterior-type fir plywood: (from 
left) U. S. Army Q boat, U. S. Army Aircraft Rescue boat, U. S. Navy Picket boat, 
U. S. Navy Troop Landing boat. 


BOATS... 


are one of Douglas Fir Plywood’s 
most interesting War uses! 


@Exterior-type Douglas Fir Plywood is serving in all kinds of 
Army and Navy boats and in Liberty ships because it is so 
easy to fabricate . . . so lightweight . . . so resistant to dam- 
age yet, if damaged, so simple to repair . . . Remember, the 
many war jobs Douglas Fir Plywood is doing now will make 
this miracle wood far more useful to you after Victory! 
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Thouseands of square 
feet of exterior- 
type Douglas Fir 
Plywood go into the 
hulls of the Navy's 
sturdy, lightning- 
fast PT boats. Con- 
structed by Elco 
Noval Division. 





TO HELP SPEED 
VICTORY 
the Douglas Fir 
Plywood Industry 
is devoting its en- 














The cabins in Kaiser Liberty ships are snug, thanks 
to walls and ceilings of Douglas Fir Plywood. 


tire capacity- to 

war production. 

We know this pro- 
gram has your 


DOUGLAS FIR 


PLYWOOD 





opproval. 


SEND FOR NEW 


* 
Real Limber 
MADE LARGER, LIGHTER 


SPLIT - PROOF 
STRONGER 


WAR USE FOLDER 
Dozens of photographs show 
mony of the wor jobs Douglas 
Fir Plywood is doing all over 
the world. You'll find it ex- 
tremely interesting. It's free, of 
course. Douglos Fir Plywood As- 


Tocome, Washington. 


sociatic 
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OHIO Dealers Hear 


CAMPBELL—HINES—ROSS—SABERSON 
—GLESINGER—HOOD 


Lumber dealers must realize that their competition is not so 
much the other lumber dealer in their town as the department 
stores, the ten cent stores and all the other stores which are com- 
peting for the consumers’ dollars, said Charles E. Saville, president 
of The Ohio Association of Retail Lumber Dealers in his address 
of welcome to the War Conference and 62nd Annual Convention 
of that group held Jan. 27 and 28 at Columbus, Ohio. “Through 
merchandising plans advocated in the trade papers and at this 
convention, the dealer can secure for himself a larger share of the 
buying public’s dollars which are flowing so freely today,” continued 
Mr. Saville. 

Therein was the theme of the meeting—a pointing of the way to 
maintenance of business volume and profits without interference 
with war-imposed restrictions. 

Don Campbell of the retail lumber branch of the WPB also 
addressed the opening session. His subject was “What I See 
Ahead for Lumber.” Lt. C. M. Franklin, Naval Officer Procure- 
ment officer for Ohio spoke about “Finding Construction Engi- 
neers.” The session closed with a roundtable question and answer 
forum headed by several WPB and OPA officials. 

Carl E. Bolte, of the Smaller War Plants Division of the WPB 
was the first speaker in the afternoon discussing “How to Secure 
War Contracts.” Charles M. Hines came from Chicago where 
he is president of Edward Hines Lumber Co. to talk on ‘‘Adequate 
Stocks for Essential Civilian and Military Uses.” An authority 
on the farm market, Don Ross, merchandising manager of the maga- 
zine Successful Farming entitled his address “Food for Victory 
Means Farm Buildings.” 

The panel discussion led by R. E. Saberson of Weyerhaeuser 
Sales Co. entitled “War Restrictions—A Training Period for Deal- 
ers” was a presentation of case histories showing how individual 
lumber dealers have maintained their volume and profit. Four 
dealers who had a part in this panel were Max Thomas, Jefferson- 
ville, Ohio; Rollo Cooke, Attica, Ohio; Charles Saville, Dayton, 
Ohio, and Mr. Remington. 

“Home Building in the Post War Period” was discussed by 
Carl F. Boester of the Housing Research Division of Purdue Uni- 
versity Research Foundation. 

Election of officers was a feature of the Thursday noon session. 
For the coming year Thomas Dougherty, Cleveland, Ohio, was in- 
stalled as president. V. O. Johnson, Canfield, Ohio, became first 
vice-president, and Paul DeVille of Canton, Ohio, was elected sec- 
ond vice-president. A. H. Brain, Springfield, Ohio, retained his 
position as treasurer, and Findley M. Torrence, Xenia, Ohio, re- 
mains secretary. 

Dr. Egon Glesinger, author, lecturer, secretary general of the 
International Forest Products Committee, emphasized the impor- 
tance of wood, both to ourselves and our enemies, in the prosecu- 
tion of the war, in his address entitled “Wood in World Politics.” 
In Europe it is the universal raw material. Dr. Glesinger sees 
U. S. lumber as a determining factor in the post-war politics of 
Europe. If the U. S. refuses cooperation in the rebuilding of 
European dwellings, Russia will have greater influence in swinging 
all of Europe to Communism. New building methods will replace 
lumber abroad and in the U. S. It is up to American lumbermen 
to sponsor a prosperous, united, lumber using, non-Communist 
Europe, concluded the speaker. 

A second panel discussion, this one on “Stocks and Production 
Policies” led by Arthur A. Hood of Johns-Manville Co., featured 
interviews with officials of a number of manufacturer’s associations. 
This closed the official part of the convention; ‘“‘A Post-convention 
Estimating School” was conducted on Friday morning by H. F. 
Lotz, technical director of Johns-Manville. 
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SECOND HOME FRONT OPENED! 





NELSON OKAYS 
CAMPAIGN 


Says Conservation 
Important for Victory 


The new Barrett Second 
Selling Front of Repair, Pro- 
tection and Maintenance is 
off to a flying start with the 
full support of Donald Nel- 
son, Chairman of the WPB. 


Apprised of Barrett’s in- 
terest in promoting the con- 
servation of vital materials 
through the use of paints, 
wood preservatives and other 
Barrett products, Mr. Nelson 
in a letter to Barrett says: 


“Since the conservation of 
every vital material dur- 
ing the war is of utmost 
importance, I am confi- 
dent that this campaign 
will be of especial inter- 
est to building owners.” 


The full support of the 
Government of this RPM 
selling front is of particular 
importance to roofing deal- 
ers, contractors and builders. 
Backed by the WPB, Barrett 
and the building industry, 
this new selling front prom- 
ises to be a real major of- 
fensive. 


“ 


SAYS .e- 
“Well, by golly war's sure 
changin’ things ‘round here 


lately. This here RPM front is 
sure worth a pipeful a’ thinkin’! 


“These here restrictions we’re 
yellin’ about don’t come near 
to touchin’ th’ biggest market 
we got. This here is the Repair 
and Maintenance market... the 
dad blamed biggest of ‘em all!” 


*Reg. U.S. Pat. Off. 








Worn metal flashe 
ing is repaired with 
application of 
Barrett Plastic Elas- 
tigum* and asphalt- 
saturated felt. 


Topeka. 


Cement. 








Clip ehortage prob- 
lem is solved by 
Dallas Milliken of 
His me- 
chanic uses S.I.S.* 


Barrett Pitch-satu- 
rated Waterproofing 
Fabric and P.B. Ce- 
ment provide damp- 
proof barrier in 
masonry. 








YANKEE INGENUITY SOLVES 
PRODUCTION SHORTAGE 


The use of practical substi- 
tutes to overcome the short- 
age in restricted materials 
has presented an ingenious 
solution to the troubled 
building industry. 

A typical example is that 
of Dallas Milliken of Topeka, 
Kansas. Unable to obtain lap 
clips, he fastens shingles on 
roofs with Barrett S.LS. 
Cement. This product, well- 
known to roofers everywhere, 
is a unique ready to apply, 
self sealing waterproofing ad- 
hesive. Milliken’s men use 
a hand pressure gun to apply 
the cement. 

Many Barrett products are 
saving precious steel and 


copper for war uses today. 
Where brick arches are used 
instead of steel lintels over 
doors and windows, and 
where masonry substitutes 
for steel, Hydronon provides 
the necessary damp proofing. 
Wood trusses and timbers 
are treated with Barrett Car- 
bosota*, the recegnized high- 
quality creosote oil. Greater 
use is being found for Bar- 
rett Plastic Elastigum for 
flashings on roofs and para- 
pets. Every day American 
ingenuity finds new ways of 
substituting for critical ma- 
terials, and Barrett Protec- 
tive Products play a great 
part in this increasing trend. 





GOVERNMENT CITES BARRETT 





FOR WAR 





es 


Yous mamney Bop ht he mee thas wrred et bees, 











A recent Barrett advertise- 
ment which appeared in the 
Saturday Evening Post has 
been cited by the Government 
“For distinguished services 
rendered in behalf of the Na- 
tional War Savings Program.” 

This forceful Barrett ad- 
vertisement was inspired by 
the thrilling adventure of 
three Navy men adrift for 
34 days on a rubber raft. 


This advertisement is a digest of the 
eight page Barrett RPM News. It is 
full of news and ideas to help you sell. 


BARRETT OFFERS 
HEAVY AMMUNITION FOR 
NEW SELLING FRONTS 


With 30 percent of American 
homes obsolete and some 12 
million houses over 25 years 
old, leading roofing dealers, 
contractors and builders are 
joining forces with Barrett in 
the opening of a new second 
home front—Repair, Protec- 
tion and Maintenance. 


Long troubled by material 
shortages, the men in the 
building industry see in this 
new selling front the solution 
of many of their wartime 
problems. The market is tre- 
mendous, and will widen 
even more as the pressure of 
priorities on building mate- 
rials and construction makes 
itself felt more strongly. 


Today Barrett is helping 
roofers, contractors and 
builders to fight on this RPM 
front by offering ammunition 
which includes not only a 
complete line of Protective 
Products for repairing, pro- 
tecting and maintaining 
homes and farms, but also 
complete and comprehensive 
promotion material. Dealers 
and distributors are using 
Barrett direct mail cam- 
paigns, window displays, sell- 
ing manuals, etc., to widen 
the RPM front now. Every 
month from now until the 
end of the war will see a 
greater need for repair, pro- 
tection and maintenance. 





The Barrett Division 
Allied Chemical & Dye 
Corporation 


(AL1) 


40 Rector Street, New York City 


Mail the coupon for your FREE Copy. ‘ 


Please send me my FREE sub- 
scription to the RPM News, to 
help me with new selling ideas. 
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PONDEROSA PINE 


BOX SHOOK 













PONDEROSA PINE 


Lumber, CutStock, 
Mouldings 






We specialize in industrial lum- 
ber and LADDER STOCK. Try us 


out on your next inquiry. 







Douglas Fir 
Red Cedar 
Hemlock 
Sitka Spruce 
PORT ORFORD CEDAR 


Pine Saw Mill -- Canby, Calif. 
Box Shook Factory — Alturas, Calif. 
Moulding Factory--Klamath Falls, Ore. 


















































Member Western Pine Association 
"PHONE VICTOR 4143 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, Mo. 




































































The Kentucky Retail Lumber Dealers 
Association completed its two-day victory 
conference at the Brown Hotel, Louisville, 
on Jan. 20, with an unusually good attend- 
ance and more than normal interest in the 
business sessions. All exhibits were dis- 
pensed with, in order to cooperate in the 
matter of transportation, manpower, etc. 

One of the principal and most important 
speakers at the meeting was its own secre- 
tary, Don Campbell, of Lebanon, Ky., who 
is now with the War Production Board, 
Washington, D. C., as chief of the whole- 
sale and retail section of the lumber and 
lumber products division. 

Another important speaker was Gov. Keen 
Johnson of Kentucky, along with F. S. 
Crawford, Office of Defense Transportation, 
located at Louisville, and Professor Charles 
Williams, professor of economics and com- 
merce, University of Louisville, Louisville, 
Ky. 

Don Campbell told the lumbermen pres- 
ent that those looking for a solution to their 
sales problems in 1943 could figure in ad- 
vance that the lumber situation will continue 
to be critical. In fact it may be the in- 
dustry’s most challenging year. 

Mr. Campbell announced that the recent 
WPB order, affecting softwood lumber 
orders had been amended, and the order as 
it now stands will allow lumber dealers 
to make inventory replacements and relieve 
inventory limitations. He warned, however, 
that this order will not cure the situation 
and that curtailment of critical materials as 
well as Government building restrictions can 
still be expected. 

Ray Saberson, trade promotion manager 
of the Weyerhaeuser Sales Co., St. Paul, 
Minn., argued for the dealers not to take 
the “I’m whipped” attitude and to stick their 
chins out. He held that there is a dangerous 
malady sweeping the United States, in which 
dealers are in too many cases throwing up 
their hands, and taking the attitude “I 
haven’t got, can’t get and to hell with you.” 
He urged lumbermen to change their habits, 
both buying and selling, and buy materials 
they still can get, rather than moan and 
groan over the things they cannot get, or 
the difficulties confronting them, due to 
needed supplies going into war production 

Mr. Saberson pointed out that the farm- 
ers, who have a $1,000 building limitation 
on materials, as against a $200 limitation 
on civilians, constitute one of the greatest 
potential markets under present restrictions. 
Today the farmers are going good, have 
money to spend and now is the time to in- 
terest farmers in building feeders, portable 
houses, hog pens, additions to barns, and 
other buildings. In conclusion he held that 
if the lumbermen will start fighting for busi- 
ness the way the lumbermen’s boys are fight- 
ing for their country, there will be no need 
of boarding up the windows and doors of the 
lumberman’s office. 

H. R. Northup, secretary, National Retail 
Lumber Dealers Association, speaking at 
the first afternoon session, discussed the re- 
cent amendments by OPA, as regards price 
ceilings on lumber. Mr. Northvp also pre- 
dicted that in 1943 there will be a shifting 
of emphasis from one use to another in 
the lumber situation, and all materials will 
be hard to buy. He held that almost 6,000 





Kentuckians View Prospects 


war housing units are to be built in 1943, 
and that these will be the only housing 
projects permitted. 

F. S. Crawford, Louisville, manager 
locally for ODT, stated that no more trucks 
would be built for civilian use for the dura- 
tion and that civilian owners must take 
good care of the ones they have and make 
them last, and that commercial operators 
must learn to carry tomorrow’s load along 
with today’s, and carry full loads instead 
of part loads, to save on gas, oil, and tires, 
as well as manpower. 

J. Ray Jenkins, Jenkins Essex Lumber 
Co., Elizabethtown, Ky., as president of the 
association, held that it could be expected 
that bureaucratic interference would be 
even more formidable and disturbing this 
year than it has been in the past year. 

Stanley Grobmyer, Carrollton, Ky., chair- 
man of the nominating committee, introduced 
a resolution that all of the members of the 
present 17-man board of directors be re- 
elected. Later in the convention Ray 
Jenkins, Elizabethtown, Ky., was re-elected 
president; Emmett Hayden, Hopkinsville, 
Ky., vice-president ; and Miss Helen Brinton, 
Lebanon, Ky., who has been acting secretary 
in the absence of Secretary Don Campbell 
since the latter went to the War Production 
3oard in Washington, was re-elected acting 
secretary. 

Gov. Keen Johnson, of Kentucky, spoke 
at the annual dinner of the association on 
Wednesday night. 

Carl S. Boester, director of housing re- 
search, Purdue Research Foundation, Lafay- 
ette, Ind., discussed houses of the future, 
which will include automatic facilities, such 
as walls which will be of materials reflecting 
or radiating heat. He also discussed possi- 
bility of single sheets of plywood probably 
being all that would be needed for framing. 
The speaker held to the opinion that a lot 
of housewives who have gone to work in 
the emergency will wish to continue working 
after the war is over and will want homes 
that can be operated with a minimum of 
housework, and automatic controls. 

Carl E. Bolte, of Washington, said that 
small manufacturers and businessmen must 
maintain economic stability in wartime in 
order to be prepared for the reconstruction 
period after the war. He held that big busi- 
ness could not afford to disregard the 169,000 
small plants in America with production 
capacities that can swing victory to our side. 

Henry J. Eckstein, Office of Price Ad- 
ministrator, Washington, was of the opin- 
ion that all merchants after the war will find 
themselves confronted with new competitive 
uses for their products, and lumber may 
lose its place as a prime and essential com- 
modity unless marketed in a form to best 
suit the needs of the people. 

Ben Wand, Jacksonville, Fla., held that 
Labor must for its own protection help 
maintain free enterprise. 

Prof. Charles Williams, University of Ken- 
tucky, in discussing needs of the country 
after the war, predicted that it would require 
4,000,000 to 5,000,000 new homes to be built 
in a comparatively short space of time to 
take care of increased housing needs of the 
public, growth of the country, replacement of 
old buildings that have outserved their use- 
fulness. 
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'@ Uncle Sam is finding so many 
uses for Puritan Sash Cords that 
we are working night and day to 
meet the demand. 

Don't forget we're trying our best 
to serve you, too, with all the 
cord you need for the war effort. 
So when you don't get immediate 
service like you used to, it's because 
Uncle Sam must come first. 








Every day you wait for fence and steel roofing, 
steel is bringing victory nearer. When victory 
is won you will even have better steel. The 
problems and pressure of supplying steel for 
war needs is stimulating new developments 
and progress in steel making. 

Every day you wait, your market is getting 
better, too. When war ends, a great, pent-up 
buying demand will break loose. Every farm 
will need fence, steel roofing and siding, posts, 
gates and other steel products. You can rest 
assured that Continental is planning ahead to 
help you cash in on this huge market. 


CONTINENTAL STEEL CORPORATION, KOKOMO, INDIANA 
Plants at Canton, Kokomo and Indianapolis 





A 


PUR 


CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 





ore NTINENTA 
ne STEEL CORPORATION 
Mf'rs. of sash cord, clothes line, and braided and twisted cotton cords ca 








Pest, Getes. Berd Wire 





FEBRUARY 6, 1943 





Association Value 


The lumber industry is proving itself an 
essential war industry and individually and 
collectively those that make up the lumber 
business are showing themselves ready at 
all times to lend every aid possible in get- 
ting the war won as speedily as possible. 
This fact was emphasized at the Industry 
War Conference and annual convention of 
the Mountain States Lumber Dealers’ Asso- 
ciation, held in Denver, Colo., Jan. 25 and 
26. The convention opened Monday noon 
with the Old Guard luncheon. Those eligible 
to attend this event must have been in the 
building materials business for twenty-five 
years or more. I. F. Downer, Hallack & 
Howard Lumber Co., Denver, presided. 

The afternoon session was called to order 
by J. W. Accola, Beach Lumber Co., Edge- 
water, Colo. The first convention speaker 
was Ray E. Saberson, trade promotion 
manager of Weyerhaeuser Sales Co., St. 
Paul, Minn. He stressed the fact that a 
trade association is needed today more than 
ever and that not to hold a convention would 
be to admit that the industry was non-essen- 
tial to the war effort. He said that at pres- 
ent the industry was 100 percent regimented 
by the government, but at the same time 
many lumber merchants are paying too much 
attention to the government regulation 
“can’ts”’ and not enough thought given to 
the “cans.” The tired businessman who talks 
of “boarding up” because of wartime restric- 
tions and problems is one that won’t be on 
hand with his business operating when the 
war is over and the boys come home from 
the front lines. 


“Tf your boys at the front run into difficul- 
ties, they don’t talk of boarding up,” Saber- 
son declared. “If their fathers in the lum- 
ber business would display just one-half of 
the grit and initiative and ability to carry 
on under difficulties that their sons do in 
the Solomons, New Guinea, and Tunisia, 
there would be no talk of quitting business.” 

The speaker stressed examples of lumber 
merchants that are making the best of pres- 
ent war conditions and at the same time 
making sales and aiding the war effort. Lum- 
ber dealers in agricultural areas are finding 
a profitable business in prefabrication of farm 
equipment buildings, hog houses, brooder 
houses and the like. Because of the man- 
power shortage, farmers are glad to buy 
ready-made buildings. He also pointed out 
the opportunity offered in the sale of insu- 
Jation materials. He showed large news- 
paper advertisements run by building mate- 
rial dealers in different sections of the coun- 
try featuring a great many items they DO 
have for sale even though they can’t get all 
the lumber they would like to have. 

“Some dealers are going to emerge from 
this war stronger than ever,” Mr. Saberson 
said. 

W. W. Anderson, Ogden, Utah, president 
of the National Retail Lumber Dealers’ As- 
sociation, told of the work being done by 
the war industry committee of the National 
organization and how the industry in this 
way is aiding in the war effort and at the 
same time getting just as much for the 
building material merchants as is possible. 

“Tnsulation Possibilities’ was the subject 
handled by Henry W. Kircher. This is an- 
other phase of business in which the build- 
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Proved by Mountain States Dealers 


ing material merchant can aid the war ef- 
fort, for the insulation of buildings aids the 
fuel conservation program advocated by the 
Government. He advised dealers to carry a 
moderate stock of insulation materials, ar- 
range an attractive display just inside the 
entrance, use direct mail advertising as well 
as newspaper, radio, and other forms of pub- 
licity, and to make personal calls on pros- 
pects. 

Frank Weller, Weller Lumber Co., Gree- 
ley, Colo., read the association’s new con- 
stitution, which was drawn up by a commit- 
tee following the anti-trust indictment of the 
association last year. The new constitution 
was adopted at the meeting. The organiza- 
tion will continue to operate under the name 
of Mountain States Lumber Dealers’ Asso- 
ciation, and its members, as in the past, will 





Left to right: Arthur Black, vice-president; J. 
W. Accola, president; J. V. Smith, secretary- 
treasurer 


come from Colorado, Wyoming, and New 
Mexico. 

A year ago the Mountain States Lumber 
Dealers’ Association reorganized during a 
one-day meeting in Denver. A committee 
composed of W. F. Marker, Newton Lumber 
& Manufacturing Co., Colorado Springs, 
chairman; J. W. Accola, Oscar Rohl ff, C. K. 
Gould and F. M. Weller, was appointed to 
carry on the work of reorganization. In a 
letter from Chairman Marker, who is at 
present enjoying a rest and vacation in 
Texas, it was shown the association has 
come through the past year in good shape 
and is now on solid ground again. Present 
membership is given at 325. The organiza- 
tion is out of debt and has a nice bank 
account. The association gave the commit- 
tee a vote of thanks for its splendid work. 

The Tuesday morning session was pre- 
sided over by Charles Ringsted, Denver. 
This session was an “Information, Please” 
session with a number of Government men 
on hand to answer questions as to what 
building merchants may do and may not do. 

The Government representatives on the 
panel were: E. G. Stover, OPA; E. L. 
Spangler, priorities division WPB; E. L. 
Riley, Office Defense Transportation; M. W. 
Bennett, Federal Housing Administration; 
Thomas Shomberg, WPB; F. Tillman 
Brownne, R. B. Mayo & Co., and H. Sher- 
man Berg, Building Material Merchants 
Service. 

Tf a building material item is priced too 
low in a community, pointed out Mr. Stover, 
dealers should write to their local OPA 
office and if enough of them complain these 
facts can be sent to Washington where they 
will play a big part in getting the matter 
straightened out. 

The paint men had their inning with the 











opening spot of the Tuesday afternoon ses- 
sion. This part of the program was spon- 
sored by the Denver Paint, Varnish & Lac- 
quer Association. W. R. McFarland, presi- 
dent of McMurtry Manufacturing Co., intro- 
duced the speaker—Wallace Bennett, Ben- 
nett Paint & Glass Co., Salt Lake City, 
Utah. His subject was “Waste Not—Want 
Not.” This is no time to waste gross or net 
profits warned the speaker. He advised 
salvaging all possible of potential gross profit 
and save all of the net profit you can. New 
potential profits can be derived from devel- 
oping new fields, but in going into new fields 
do not invade legitimate field of other busi- 
nesses. He further stressed the fact that 
building material merchants should begin 
making plans today for the post-war world. 
“People are going to build houses after the 
war,” said Mr. Bennett; “you'll sell mate- 
rial as in the past. We should not sit back 
and sit out the next few months and let 
someone else prepare for the future.” 

The final address of the convention was 
delivered by W. W. Grant, Denver attorney, 
whose subject was “After the War, What?” 
In preparing for the post-war period he ad- 
vocated selection of the right men to run 
the country and said “brains” will be needed. 

According to the association’s new con- 
stitution seven directors are to be elected 
each year by the organization. Then the di- 
rectors hold a meeting and select the officers 
for the ensuing year from their membership. 
They also appoint a secretary-manager, who 
for the present will also act as treasurer. 

The seven directors elected are: J. W. 
Accola, Beach Lumber Co., Edgewater, 
Colo.; W. F. Marker, Newton Lumber & 
Manufacturing Co., Colorado Springs, Colo. ; 
Arthur Black, P. J. Black Lumber Co., 
Cheyenne, Wyo.; E. B. Humphreys, Raton 
Lumber Co., Raton, N. M.; Kenneth Curlee, 
Sterling Lumber Co., Sterling, Colo.; Clar- 
ence Roberts, Foster Lumber Co., Brush, 
Colo., and Charles L. Brosh, Montrose 
Lumber Co., Montrose, Colo. 

Officers elected are: J. W. Accola, presi- 
dent; Arthur Black, vice president, and 
Joseph V. Smith, secretary-treasurer. 

The executive committee is made up of 
J. W. Accola, Arthur Black and Clarence 
Roberts. 


But one resolution was adopted by the 
convention and that asks that more power 
be vested in regional offices of Government 
agencies in order that priorities may not be 
held up for weeks while awaiting action in 
Washington, and that rulings on other ques- 
tions may be given the building materials 
merchants more promptly. 

The successful convention is the result of 
individual and collective activities of the 
membership, but especially of the conven- 
tion committee, which consisted of J. W. 
Accola, chairman; Charles F. Hansen Jr., 
and Charles Ringsted, assisted by Secretary 
Smith. 

There were entertainment features early 
Tuesday evening at which building materials 
manufacturers and wholesalers serving the 
Mountain States area were hosts; followed 
by the annual banquet. The banquet was 
well attended and rung down the curtain on 
one of the most instructive and entertaining 
conventions ever staged by this association. 
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If you need Timbers — lumber for any purpose — get in touch 
i] IM MEDIATE with us immediately We offer: 
CONSTRUCTION TIMBERS 
S ALE Cut to Order for Prompt Shipment 
OAK — Square Edge and Sound 
4x 4” to 16 x 16”, 20’ and shorter 
10 x 10” to 20 x 20’, 14’ to 40’, average 24’ Lineal. 
CYPRESS — TIDEWATER RED 
Square Edge and Sound 
10 x 10” and up. Lengths 14 to 40’, average 24’ Lineal. 
YELLOW PINE 


4x 4” to 16 x 16” — 20’ and shorter 
No. 1 Dense @ No. 1 Dense Structural @ Dense Structural 


LUMBER IN STOCK—IMMEDIATE SHIPMENT 


Yellow Pine Dimension 

No. 2, No. 1, and Structural Grades 

2 x 4” to 2 x 12’ — lengths 8 to 20’, 
Dressed as desired. 


Hardwood Construction Boards, Dry, No. 1 and No. 2 
1 «x 4° te 1 = 12”, Des 


TELEPHONE, WIRE OR WRITE SPECIFICATIONS FOR IMMEDIATE QUOTATIONS 


Annual Capacity Over 200,000,000 Feet! 


BAND MILLS IN NORTH CAROLINA 
SOUTH CAROLINA GEORGIA 
MISSISSIPPI 


GEORG HAREWOOD 
iit 


Cyp -y 
General Offices: AUGU, sg YELLOW PINE 


USTA, GEORGIA Us 
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- Ready to Serve You 
=m When Peace Comes— 


4 vy 


orders —ready to pick up at a moment's notice 
serve old customers when peace comes. 
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Active on 
War Orders 
Now... 


White River has the facilities—big modern mills. 
equipped with the most approved types of machines 
for manufacturing and handling lumber — valuable 
now in time of war in getting out large Government 


to 


= White River Lumber Co. 


Bridge Crane Handling Unit Packages in Mill of White River Lbr. Co. {Since 1896} Enumclaw, Washington 
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Indiana Hardwood Lumbermen 


The Indiana Hardwood Lumbermen’s As- 
sociation invited the North Central Hard- 
wood Association to meet with it for its 
annual convention in Indianapolis, Jan. 22. 
An attendance of about 150 resulted, with 
Ohio, Illinois, and Kentucky also being rep- 
resented. 

Peter Stone, price executive of the lumber 
branch of the Office of Price Administration, 
outlined his problems in setting up lumber 
prices and then answered questions submit- 
ted by the audience. Those who took advan- 
tage of this invitation to quiz Mr. Stone 
were pleased with his explanations. 

George Burnett, district manager of the 


Office of Defense Transportation, in his talk 
praised the co-operation the Lumber produc- 
ers had been giving his office. 

Short talks were given by T. E. Shaw, 
acting State Forester of Indiana; John W. 
McClure, secretary, and Joseph J. Linehan, 
a past president, National Hardwood Lum- 
ber Association. 

Officers were then elected as follows: 
President—C. H. Fawcett, Wood-Mosaic 
Co.; first vice president—J. K. Burns, Gos- 
port; second vice president—C. H. Barnaby, 
Jr. Greencastle; secretary-treasurer — C. 
Fred Klee, Indianapolis. 

A banquet and entertainment were given 
in the evening and a social room was pro- 
vided by FE. C. Atkins & Co., Indianapolis. 





Beetle Control While Permasan is Scarce 
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e Destroy all debris, favorite breeding 
spot for insects. 
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In normal times Permasan is a highly effective and economical help to 
the lumber industry in its fight to control the lyctus and other “powder 
post” beetles—pests which government entomologists estimate cost the 


industry $35,000,000 a year. 


Now, however, chlorine and phenol, the raw materials from which Permasan 
is made, are vitally needed for the war effort. Supplies of Permasan are 
limited. And the lumber industry must depend largely on good house- 
keeping alone to check beetle damage. 

Chief among the good housekeeping measures that will help YOU cut 
YOUR share of the pests’ $35,000,000 toll are these: 


Inspect yards and storehouses at regular intervals — with an 
ever-watchful eye on untreated, stored lumber. 


2) Destroy all debris, favorite breeding spot for insects. 


» At the first sign of beetle damage, treat the infested lumber with Permasan 
if available. If not, destroy it—oldest stock first. 


Both Permasan and Permasan 116, the water repellent form, are being used 
on lumber for construction jobs vital to the war program and preference 
ratings can be obtained. If you have such a rating, therefore, you will 
have a better chance of filling your requirements by extension of the 
rating to us. For the latest information on whether Permasan is available 










MONSANTO 
/HEMICALS 
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for anti-beetle duty in your yard, inquire: MONSANTO CHEMICAL COMPANY, 
Organic Chemicals Division, St. Louis, Missouri. 


Se am AS 
QUICK FACTS TO REMEMBER ABOUT PERMASAN 


1 Permasan is 5% 
volatile solvent, 90% selected petroleum distillate. 


2 Highly toxic to both larvae and adult beetles. 
3 Easily applied. 
4 Shipped in 55-gallon drums or tank cars. 


pentachlorophenol (minimum), 5% non- 






Associations Cooperate 


At a meeting in Chicago recently officers 
of the Northwestern Lumbermen’s Associa- 
tion met with those of the Wisconsin Retail 
Lumbermen’s_ Association, Illinois Retail 
Lumber & Material Dealers’ Association, 
Nebraska Lumber Merchants’ Association, 
and Iowa Retail Lumbermen’s Association 
and decided to co-operate with those organ- 
izations in sponsoring a campaign to obtain 
lumber necessary for agricultural production 
in seven northwestern States. Preliminary 
work, in which the organizations already are 
engaged, involves a cross-section survey of 
farmers to ascertain what is needed in the 
way of material for maintenance and repair 
and for necessary new farm buildings. 


Wisconsin War Conference 


The Wisconsin Retail Lumbermen’s Asso- 
ciation’s war conference and fifty-third an- 
nual convention will be held on Feb. 16-17 
at the Milwaukee Auditorium, Milwaukee, 
Wis. Lumber conventions have been ap- 
proved as contributing to the success of the 
war program and prominent government 
representatives are participating. The key- 
note of the Wisconsin convention will be 
“How the Retail Lumber Industry Is Help- 
ing to Shorten the War.” The work of the 
Wisconsin association during 1942 has been 
largely in connection with government agen- 
cies and will continue so for the duration. 
“Government officials,” said Don S. Mont- 
gomery, secretary, “have expressed their 
appreciation of our assistance.” 


Northern Indiana and 
Southern Michigan 


The Northern Indiana & Southern Mich- 
igan Retail Lumber Dealers’ Association 
will feature an open forum at its annual 
meeting, to be held at the Oliver Hotel, 
South Bend, Ind., on Washington’s birth- 
day, Feb. 22. There will be no exhibits and 
no entertainment—all business. The meet- 
ing will open at 10:30 a. m. and dinner will 
be served at 12:15 p. m. 


Illinois War Conference 


The Lumber War Conference of the Illi- 
nois Lumber & Material Dealers’ Associa- 
tion, to be held at Hotel Sherman in Chicago 
on Feb. 9-10, will be different from all pre- 
vious meetings, say the announcements. 
There will be no exhibits, in order to con- 
serve transportation. New restrictions and 
curtailments which occur almost daily and 
new problems which arise constantly and 
continuously, make attendance at this con- 
ference a necessity in order to profit by 
the experience of fellow members. An “In- 
formation, Please” session on rules and 
regulations under which the lumber indus- 
try now is operating will be held on Wed- 
nesday afternoon, and government officials, 
secretaries of association, and attorneys will 
be on the panel to answer questions sub- 
mitted. 


Philadelphia Wholesalers 


The Philadelphia Wholesale Lumber Deal- 
ers’ Association held its forty-ninth annual 
meeting in Philadelphia on the evening ol 
Jan. 19 and elected E. J. Mariner as presi- 
dent; John J. Hickey, vice president; Mark 
H. Finley, treasurer, and T. Noel Butler, 
secretary. 
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Idaho White Pine 
Ponderosa Pine 
Northern Pine 

Sugar Pine 
Western White Spruce 
Douglas Fir 
Western Hemlock 
Red Cedar Shingles 
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OTH our Diboll and Pineland 
ia: mills are now doing their part 
a in supplying the Nation’s war 
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customers and turn our facilities 100% to peacetime service. 


When peace comes, we will have an even broader range of 
products to offer than before the war. Count on us for your 
first peacetime requirements in Southern Pine, Oak Flooring, 
Southern Hardwoods, Cypress and treated lumber. 


lumber needs—but we're count- 
days until we can again pick up our trade with regular 
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Streamlined Conference for Western Retailers 


Cancelling its fortieth annual convention 
some months ago, Western Retail Lumber- 
men’s Association carefully planned a 
streamline War Conference which was held 
in Portland, Ore., Jan. 15 and 16, for the 
purpose of aiding lumbermen in their effort 
to make ever more effective their contribu- 
tions to winning the war. 

In the words of retiring President Herm- 
sen, “The program has been stripped of all 
frills, and entertainment features have been 
reduced to the presidents’ dinner and an early 
evening buffet supper. This is truly a con- 
ference in the sense that sessions have been 
arranged to provide maximum participation 
by everyone. It is truly a war conference 
in the sense that our sole purpose in being 
here is to discuss among ourselves and with 
experts who have been chosen to form 
panels, what procedures will add to the 
effectiveness we have already demonstrated 
in furthering the Nation’s single business 
—winning the war.” 

With that brief preliminary some 275 
members went into action, and in the two 
days that followed, the first Pacific Coast 
war conference of lumber dealers justified 
the efforts of Managing Director W. C. 
3ell and the program committee. Individual 
morale, high at the start, received a definite 
lift as severely practical ideas were traded 
and discussed freely at each session; and the 
unqualified success of the all-participating 
discussion-type of program used by Mr. Bell 
proved itself and removed from the realm 
of experimentation, similar programs to be 
used by other retail secretaries in State and 
regional conferences yet to come. 

Mayor Earl Riley of Portland went far 
beyond mere expression of a greeting to the 
assembled lumbermen when he paid them 
high tribute for the orderly manner in which 
they solved the distressing war housing 
problems of coast cities including Portland, 
and commended the Association which had 
made such solution possible. Routine reports 
were presented, and a luncheon presided over 
by Cecil Cavanaugh, Cavanaugh Lumber Co., 
Tacoma, was addressed by Tacoma’s na- 
tionally prominent mayor, Harry P. Cain, 
who recounted the war contributions of 
retail lumbermen, and indicated possibilities 
for their functions in the post-war period. 

Secretary Bell opened the first afternoon 


session by explaining the operation of a 
panel composed of three experts who would 
answer questions dealing with economic 
trends, supplies which materials dealers can 
sell in 1943, and interpretations of govern- 
ment regulations and limitations. The panel 
consisted of E. P. Hoener, business manager, 
Western Building, Portland, Ore, R. D. 
Torbenson, general counsel, Western Retail 
Lumbermen’s Association, Seattle, Wash., 
and Dr. Henry Burd, professor of business 
administration, University of Washintgon, 
Seattle, Wash. 

Mr. Bell, acting as moderator, received 
and asked questions which were sent up 





W. H. HERMSEN 
Baker, Ore. 
Retiring President 


W. C. BELL 
Seattle 
Managing Director 


from the floor on slips provided on the 
tables at which the members were seated. 
Each of the panel members and Mr. Bell 
had a microphone on the table behind which 
each was seated. Questions of material 
supply were directed to Mr. Hoener; eco- 
nomic problems were posed to Dr. Burd; 
and queries on government regulations were 
given to Mr. Torbenson. All three were 
exceptionally well posted in their respective 
fields, and it is taking nothing away from 
Mr. Hoener and Dr. Burd to state that 
Mr. Torbenson’s knowledge of government 
rulings is little short of phenomenal. So 
intense was the interest in the panel that 
every retailer sat deeply engrossed during 


the entire two-hour session. At the close 
there remained dozens of questions that could 
not be answered in the time available. The 
panel members agreed to answer them by 
mail. 

The presidents’ dinner was heavily at- 
tended. As a preliminary, the genial and 
mellow-voiced Al Weber, manager, St. Paul 
& Tacoma Lumber Co., Tacoma, Wash., led 
community singing. The speakers table 
was expected to be populated with ex-presi- 
dents of the association, but with com- 
mendable democratic tastes they distributed 
themselves at various other tables. Faced 
with the alternative of holding down the 
long table all by himself, ingenious Secre- 
tary Bell hastily collected a group of 
late-comers—dealers, salesmen, and guests 
—and proceeded to introduce them, to their 
not inconsiderable amazement. The last 
man to come in, and the only ex-president 
to be seated at the table was Frank Kendall, 
Potlach Yards, Inc., Spokane. Possibly Mr. 
Bell, in extremity, came up with an idea 
which banqueters the world over may learn 
to revere him for, since the last thing any 
man at the table wanted to do was speak. 

The Saturday morning session called for 
a one-hour panel to be operated in a manner 
similar to the one of the preceding day, and 
consisting of E. G. Gavin, managing editor, 
AMERICAN LUMBERMAN, Chicago; B. L. 
Johnson, western editor, American Builder, 
Seattle, Wash.; and G. F. Cornwall, editor, 
Western Building, and managing editor, The 
Timberman. 

This panel was to answer and discuss 
merchandising questions, and Mr. Bell again 
acted as moderator. The nature of the ques- 
tions permitted discussions between panel 
members and dealers, and several spirited 
and constructive free-for-all discussions 
developed. The session, instead of con- 
cluding in the expected one hour, ran over 
twice as long, and was terminated only by 
the need to adjourn for lunch. As on the 
preceding day, dozens of questions could not 
be answered, because of time limitations. All, 
however, will be taken care of by mail, and 
Secretary Bell expects to publish the entire 
list of questions and answers of both panels 
for distribution to the members of the asso- 
ciation. 

The closing meeting on Saturday after- 








SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 
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noon was addressed by Charles Hines, presi- 
dent, Edward Hines Lumber Co., Chicago. 
Mr. Hines delivered another of his usual 
stimulating and thought-provoking addresses, 
packed with sound, and practical ideas born 
of his own experience in operating a line 
of yards in Chicago. 

The final speaker was Wes. W. Ander- 
son, Anderson Lumber Co., Ogden, Utah, 
who is president of the National Retail 
Lumber Dealers’ Association. Mr. Ander- 
son paid tribute to Carl Blackstock, his 
predecessor as head of the National, and 





Left to right: Charles Hines, convention speaker, 

Edward Hines Lumber Co., Chicago; Fred Ep- 

person, newly elected president, Epperson & 

Sons, Inc., Port Angeles, Wash.; Wes W. An- 

derson, Anderson Lumber Co., Ogden, Utah, 

president National Retail Lumber Dealers 
Association 


also a member of the Western, and then 
launched into one of the most inspiring 
factual talks ever delivered to Pacific Coast 
lumbermen. 

Election Results 

Fred Epperson, Epperson & Sons, Inc., 
Port Angeles, Wash., for many years an 
active and constructive worker in the asso- 
ciation, was elected president, and thus 
achieved a second distinction. This second 
distinction was well deserved. The first 
is a geographic accident. Mr. Epperson’s 
lumber yard is the farthest west of any in 
continental United States. Thus, he is and 
has been the lumber industry’s spearhead 
offensive against the Japanese aggressor. A 
veteran of World War I, who has com- 
pletely recovered from wounds sustained, it 
is singularly appropriate that Mr. Epperson 
should be both geographically and officially 
placed where he is. 

Vice-presidents elected are as follows: 
H. L. Austin, Tri-State Lumber Co., Poca- 
tello, Idaho; Ted E. Drennan, Home Lum- 
ber and Fuel Co., Reno, Nev.; Paul Van 
Petten, Van Petten Lumber Co., Ontario, 
Ore.; V. W. Gardner, Pool-Gardner Lumber 
Co., Hillsboro, Ore.; E. H. Polwarth, Inde- 
pendent Lumber & Fuel Service, Spokane, 
Wash.; F. M. Young, Young’s Lumber Co., 
Yakima, Wash.; James Baker, Baker 
Lumber Co., Kelso, Wash. 

Directors from Idaho are: W. J. Lloyd, 
Lloyd Lumber Co., Nampa; O. E. Weldon, 
Burley Lumber Co., Burley; Leonard 
Wright, Bonneville Lumber Co., Idaho 
Falls; R. J. McCaslin, McCaslin Lumber 
Co. Boise; Tom Gamble, Boise Payette 
Lumber Co., Boise; J. D. Jacobs, Lewiston- 
Clarkston Lumber Co., Lewiston. 

Directors from Oregon are: Ed Alger, 
Independence Lumber Yard, Independence; 
H. F. McDaniel, McDaniel Lumber Co., 
Eugene; F. W. McRae, Burns Lumber Co., 
Burns; W. A. Wirtz, Miller Lumber Co., 
Bend; R. H. Howard, Big Basin Lumber 
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Co., Klamath Falls; C. B. Collins, Medford 
Lumber Co., Medford. 

Directors from Nevada are: W. H. Supp, 
Wells; J. R. Coffin, Elko Lumber, Elko. 

Directors from Washington are: T. B. 
Brusegaard, Lakeside-Western Lumber Co., 
Mt. Vernon; Ed. L. Rowles, McGoldrick 
Lumber Co., Spokane; H. F. Stowell, 
Stowell Lumber Co., Everett; T. A. Wil- 
liams, T. A. Williams Lumber Co., College 
Place; C. A. King, Lofthus Builders Ma- 
terial, Bremerton; E. L. Smith, Building 
Supplies, Inc., Spokane; C. C. Cavanaugh, 
Cavanaugh Lumber Co., Tacoma; C. B. 
Sweet, Long-Bell Lumber Co., Longview; 
L. D. Hatfield, City Lumber & Coal Yard, 
Dayton. 

Frank C. Kendall, Potlach Yards, Inc., 
Spokane, was elected national director, and 
W. C. Bell continues as managing director 
and treasurer. 

The new executive committee consists of 
Ed. L. Rowles, chairman, Tom Gamble and 
T. B. Brusegaard. 

Memphis Club Protests 

Plan of the War Production Board to take 
over control of the Forestry Service’s pro- 
gram of timber purchasing and lumber 


manufacturing have met with determined 
opposition of the Lumbermen’s Club of Mem- 
phis. At its meeting on Jan. 28 the club 
unanimously adopted a resolution protesting 
against further extension of the government’s 
control of, or intrusion into, the lumber 
manufacturing industry. 


Stabilization Conference 


A lumber stabilization conference or meet- 
ing between representatives of the lumber 
industry, C.I.O. and A.F.L. unions, WPB, 
OPA, National Housing Agency, the Army, 
the Navy, the U. S. Department of Labor, 
other Government agencies and the War 
Manpower Commission, was held in Seattle, 
Saturday and Sunday, Jan. 23 and 24. The 
meeting lasted throughout the two days, with 
a night session Saturday. 


Army and Navy representatives stressed 
the need for increased or maintained produc- 
tion of lumber so vital in carrying on the 
war effort and lumber industry representa- 
tives told of the acute shortage of skilled 
men, particularly in the woods operations, 
and the need for equipment and supplies or 
repair parts. 








TREMONT 
FIOOFINS amounts of Pin 


Where dealers can build their orders 
with around 50% or more of the car of 
Oak, Beech and Pecan Flooring and 
Hardwood lumber items, we are now 
able to include limited amounts of cer- 
tain grades of Southern Pine from our 
day-to-day production which are not re- 
stricted by M-208. 


Tremont Lumber Co. 


Seneeed dukes ine». Rochelle, La. 
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IMMEDIATE DELIVERY! 





PLASTIC-FINISHED WALL PANELS 


@ You can get Marlite now! Stocks of Marlite 
at factory and warehouses are available for 
immediate delivery to dealers without priority 
orders. The use of Marlite, a non-critical mate- 
rial, actually conserves critical materials. So, 
there may be times before Victory when Mar- 
lite is in such demand that delivery delays are 
unavoidable. However, we expect to be able 
to promptly supply Marsh Wall products to 
our dealers. 

Take advantage of this non-critical material 
for war building and wall maintenance in 
homes and all types of commercial establish- 
ments, Write for details. 
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“Build Toward Victory” 


Is Northeasterners’ Keynote 


The theme of the three-day war confer- 
ence and forty-ninth annual meeting of the 
Northeastern Retail Lumbermen’s Associa- 
tion was announced by President Norman P. 
Mason in his opening talk at Hotel Penn- 
sylvania, New York City, Jan. 26, when 
he said: “Today we come to a serious busi- 
ness conference to learn the newest rules 
under which we are to serve in this war 
effort. We come to learn how to ‘Build 
Toward Victory.’ Great leaders of our war 
effort are to be with us to tell us how we 
may further help speed the day when our 
sons and our fellow-workers and other young 
men of our communities may lay aside their 
uniforms and once 
more take up peace- 
ful pursuits. Men in 
our own industry, 
too, will be on our 





NORMAN P. MASON 
North Chelmsford, 
Mass. 

Retiring President 


program to help us 
‘Build Toward Vic- 
tory..—men who have 
used their ingenuity 
to find ways and means of keeping their 
volume up and their expenses down. We 
want to hear their messages and see them 
in person. The viewpoint one gets from 
the friendly conferences one has with other 
dealers is one of the priceless rewards we 
get from attending these conferences.” 

The entire program was streamlined and 
planned to give information which would 
help the dealers more efficiently to “Build 
Toward Victory.” All exhibits were omitted, 
in co-operation with the war effort. The reg- 
istration soared to 2,000. The Old Guard 
Dinner was held on Monday evening. 

President Mason in his address said that 
no small part of the success of WPB is due 
to the retail lumber industry advisory com- 
mittee which the WPB chose to interpret 
the industry’s needs to it and to tell it of 
the industry’s abilities to help in the war 
effort. Adolph Korper, Capitol City Lum- 
ber Co., Hartford, Conn., who represents 
the retail lumbermen of the Northeastern 
area, performed a difficult task with ability 
and at his own expense. “He deserves our 
thanks,” said Mr. Mason. Teamwork— 
manufacturers, wholesalers, retailers work- 
ing together with WPB guidance—has made 
possible a notable job. Mr. Mason said 
Peter Stone has handled a difficult job 
ably and that his price schedules have been 
intelligently drawn. An Industry Committee 
is now working with Mr. Stone on specific 
retail price ceilings for lumber. Mr. Mason 
stressed the fact that OPA must have accu- 
rate, representative figures on which to act. 

He said: “We all know that what has 
been accomplished for our industry has come 
as the result of clear thinking, hard work, 
and the ability to get things done which has 
characterized our Northeastern association 
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during all its years. Now, while the war 
is on, we must lay the groundwork for a 
profitable business in the post-war period.” 

Mr. Mason paid tribute to the men who 
have helped to make the year so successful ; 
to the National Retail Lumber Dealers’ 
Association which is doing a real job for 
the industry and is delivering results every 
week in the year, and to Paul Collier and 
his staff, who have done a real job. Mr. 
Mason concluded by saying: “We look 
ahead. Despite the war clouds immediately 
ahead, the future of our industry is bright. 
The pent-up need will not be denied. The 
present, in some cases, will require all our 
ingenuity, but a good scrap is always fun. 
Let’s really ‘Build Toward Victory.” 

Don A. Campbell, chief, wholesale and 
retail section, Lumber and Lumber Products 
Division, War Production Board, Washing- 
ton, D. C., addressed the members; it was 
his fifth talk in this area. Stating that his 
subject was “Will We Have Lumber?” he 
answered “No.” He said there is no answer 
as to the availability of lumber, and warned 
dealers not to get too big a stock on hand 
because in six months no one knows what 
the market will be. 

The dealers next listened to Peter A. 
Stone, price executive, lumber _ branch, 
Office of Price Administration, Washington, 
D. C., who said OPA needs help in getting 
prices made up. He tried to explain OPA 
thinking and asked the dealers to be patient 
when OPA asks for information and to also 
have patience after a request has been made 
to OPA for adjustments of ceilings etc. 

Question and answer periods followed 
both Mr. Campbell's and Mr. Stone’s talks. 

Charles M. Hines, president, Edward 
Hines Lumber Co., Chicago, in addressing 
the assembly on “Post-War Opportunities 
for the Retail Lumber Dealer,” said “War 
is not in keeping with building and con- 
struction. There will be a large market 
in remodeling and repairing after the war. 
Home ownership will be greater; but indus- 
trial building, which is not generally ex- 
pected to be important, is considered by Mr. 
Hines as likely to be very important because 
the tremendous building that has taken place 
was for war work and will be unsuitable 
for peace time construction. Laminated 
arches and laminated wood products have 
opened a tremendous new market. Mr. 
Hines looks for a big farm market after 
the war. He offered many sales promotion 
ideas which his yards have been using suc- 
cessfully. 

The Wednesday morning session opened 
with a showing of the film “Trees for To- 
morrow,” through the courtesy of American 
Forest Products Industries, followed by an 
address on “Transportation of Building Ma- 
terials Under the Rationing System,” by 
Henry C. Wall, district manager of ODT, 
New York, and a discussion panel on Gov- 
ernment regulations, participated in by Gov- 
ernment authorities and outstanding men in 
the industry, with G. E. DeNike, secretary 


PAUL S. COLLIER 
Rochester, N. Y. 
Sec.-Mgr. 


New Jersey Lumbermen’s Association, New- 
ark, N. J., as chairman. 

A panel discussion, “How Retail Dealers 
Are Selling ina War Time Economy,” with 
Edmund A. Roy, J. G. Roy Lumber Co., 
Chicopee, Mass., as chairman, opened the 
Wednesday afternoon session, and was fol- 
lowed by an address by F. Vaux Wilson, 
vice president of Homasote Co., on “What 
Prefabrication Means to the Retail Lumber 
Dealer in the Post-War Era.” (See Jan. 9 
issue of AMERICAN LUMBERMAN.) 

Roy Wenzlick, president Real Estate 
Analysts, St. Louis, Mo., took as his subject 
this year “As I Look at the Construction 
and Building Material Industry in 1943.” 

The annual dinner on Wednesday evening 
was a big success, at which time the associa- 
tion’s Canadian guest, W. J. LeClair, gen- 
eral manager, Canadian Lumbermen’s Asso- 
ciation, Ottawa, Canada, was introduced. 

Reports of the resolutions and nominations 
committees were made at 9:30 Thursday 
morning. As usual, the officers were stepped 
up one peg in the election, J. Francis Smith, 
J. E. Smith & Co., Waterbury, Conn., be- 
coming president. Stanley M. Cox, Amity- 
ville, L. I, N. Y., becomes first vice presi- 
dent; K. B. Schotte, Amsterdam, N. Y., 
second vice president; Ralph E. Jordan, 
Lewiston, Maine, third vice president; Frank 
Whitty, Blacker & Shepard Co., Boston, 
Mass., was the new name added as fourth 
vice president. Paul S. Collier, secretary, 
and W. Glenn Sweet, treasurer, were re- 
elected. 

Directors were appointed for one year as 
follows: Eugene R. Wiggins, Springfield, 
Vt.; Robert H. Champlin, West Warwick, 
R. I.; F. Alfred Janvrin, Hampton, N. H.; 
and A. Howard Smith, Presque Isle, Maine. 

Directors for three years are as follows: 
Arthur Clifford, Bridgeport, Conn., Andrew 
H. Dykes, New York City; Joshua Nick- 
erson, Orleans, Mass.; J. Armand Nadeau, 
Milton, Mass.; Leon Hopkins, Wellsville, 
N. Y.: and Chester T. Hubbell, Albany, 
N.. ¥. 

“What Plastics Will Mean to the Post- 
War Building Era,” was the topic of an 
interesting address by Charles A. Breskin, 
publisher, Modern Plastics. 

Whiting Williams, Cleveland, Ohio, ad- 
dressed the retailers on “Man Power Prob- 
lems in War Time,” and the conference 
closed with a luncheon on Thursday at 
which Hon. Harold E. Stassen, governor 0! 
Minnesota, was the featured speaker. 
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JOHNSON 
LUMBER CORPORATION 


Head Sales Office, Portland, Ore. 
Manufacturing Plants, Toledo, Ore. 


For Victory in 1943! 


Lumber has been declared a vital and strategic 
war material along with copper, steel and alu- 
minum. On land, sea and in the air, Johnson 
Quality Lumber is doing its part toward hasten- 
ing Victory on all fronts. Maximum production 
is the goal for ‘431 


CAPACITY 
2 CARLOADS 


PER HOUR The Trade Mark of 


QUALITY LUMBER 


FIR 





PACIFIC 
NATIONAL 








Hecp Prue Prorit Leaks 


THE 
St DRYE saeiery 


WA a oe COMPOUND 


Add fast-selling 1 JL 
DRYE to the list of ~ er 
your profitmakers. { 4 Regt ¢ 


IMMEDIATE _ DE- 
LIVERIES. Meets 





many needs in obsess 
home and industry OER, 
for quick, durable iia ~ 


prooting. DRYE is the 
handy, money-saving way 
to stop leaks, seal cracks 
in masonry, cement and 
iron. Protects walls, oe 
ter and equipment 

seepage an nalinee. 


Sell DRYE 


To waterproof basements, 





cisterns, fish ponds and 








Easy to apply—just brush 
it on. 

For colorless waterproof- 
ing of brick, stone and 


swimming pools; repoint 
leaking mortar joints, seal 
cracks in walls; harden 
and waterproof cement 














stucco sell LiquiDRYE. 
Profit the year ‘round 
with DRYE and LiquiDRYE. 


BUY FROM YOUR JOBBER 
OR WRITE US DIRECT 


WEATHER SEAL COMPANY 
Dept. F, 3 E. Pearl Street 
CINCINNATI, OHIO 


and mortar in the mix; 
patch cement floors; as a 
furnace cement, to repair 
cracks in iron and anchor 
iron in masonry. 








Stout Wood 
of WAR 


The trees of Douglas 
Fir grow tall and 
thick, tough and 
strong. They yield 
the kind of lumber 
now so needed for 
war uses. Navy 
mine-sweepers have 
keels of fir timbers 
produced by Pacific 
National. War indus- 
tries and defense 
housing projects are 
making good use of 
Pacific National lum- 
ber. Producing at 
top speed, we’ll be 
working full time on 
the war production 
line until the day of 
Victory comes. 


Let's Buy More 


War Bonds 


FEBRUARY 6, 1943 


Pacific National 


LUMBER COMPANY 


TACOMA, WASHINGTON 








- DOORS 


FOR WAR HOUSING 


AND REMODELING 


by the World’s Largest 
koko) mmm iehiltiackaatia-1¢ 


LOOK for THESE cence 
AM aiaRheed 








DE LUXE GRADE A— Bright blue label bearing grade, size, 
style, surface, guarantee! Helps customers recognize quality. 


Bake — 
WHEELER OSGOOD “poor 

MASTER GRADE B — Bright red label, bearing grade, size, 
style and surface. 


e@ WHEELER OSGOOD “COLOR-GRADED” Grade A and B 
Douglas Fir house doors are built in strict accordance with 
U. S. Department of Commerce Standards CS73-38, CS91-41. 


















[co] FREE Wheeler Osgood Sales Corp. | 
Dept. 12, Tacoma, Wash. 

Gentlemen: Please send me free literature f 
on Wheeler Osgood ‘‘Color-Graded’’ Doors. i 
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Cold Weather 


Boosts Sales of 
Fire Chief Brick (Form) 


Soot Destroyer 


Destroys Soot in Furnace, 
Fireplace or Flues 





Severe winter weather over much of 
the country has been stimulating sales 
of Fire Chief Brick (Form) Soot 
Destroyer to clean clogged flues and 
increase heating plant efficiency. Help 
your customers keep warmer. Display 
and advertise Fire Chief Soot De- 


stroyer. 


It sells itself—every home, 
office 


building, factory, school a cus- 
tomer. If your local jobber does not 
handle this product, have him contact 
us for a supply. 


(J Special Offer 


Order a gross or half gross today. 
(Minimum a half gross.) Save home 
owners in your town the usual mid- 
winter flue cleaning job. Make up 
to 50% margin. Send a post-card 
for full information. 


Pittsburgh Soot Destroyer Co. 


739 Gulf Building Pittsburgh, Pa. 























100% On War Work 


But also 100% interested in 
your future business—just as 
soon as the Government will 
relax restrictions and permit 
us to make shipments. 


OZANLUMBERCO. 


Prescott, Arkansas 


| 











NEW ENGLAND WHOLESALERS 


At the annual meeting of the New Eng- 


land Wholesale Lumber Association, held 
Jan. 20 at the University Club, Boston, 
Mass., the old board of executives was 
reelected to the end that those serving as 
contact men from this branch of the industry 
with the various war bureaus in Washington 
may carry forward many programs already 
initiated. 

Robert B. Cowles, Springfield, Mass., 
continues as president; L. Mortimer Pratt, 
Jr., as vice president, and Frederick J. Caul- 
kins as secretary-treasurer. 

One new member—Morrill Lumber Co., 
Worcester—was added to the roster. 

It was voted to co-operate in every way 
possible with the Northeastern Lumber 
Manufacturers in presenting facts and fig- 
ures to the lumber executive of OPA to 
warrant the claim that at present ceiling 
prices for Eastern white pine, operators 
cannot continue to produce lumber, and that 
unless higher ceiling prices are authorized 
production volume must drop, as costs, due 
to steady shrinkage of manpower and ad- 
vancing wage scales, leave little if any mar- 
gin for the operator. President Cowles 
appointed the following committee to act 
with the manufacturers: J. A. Lowe, Daven- 
port, Peters Co., Boston; Farnham W. 
Smith, Blanchard Lumber Co., Boston; 
George S. Oddy, Burritt Lumber Saies Co., 
Bridgeport, Conn. 

At the dinner meeting in the evening the 
guest speakers included Dr. Robert King 
Hall, an authority on Latin America; Grover 
M. Conzet, acting director of Northeastern 
Timber Salvage Administration; Mrs. Daisy 
Perkins of Concord, N. H., one of the crew 
of eight women who are operating a Gov- 


ernment sawmill near that city, and Sid L. 
Darling of New York, secretary-manager 
of National-American Wholesale Lumber 
Association. 

Dr. Hall, who had recently returned from 
his sixth tour of all South American coun- 
tries, held the closest attention of his audi- 
ence as he related many incidents of intrigue 
and sabotage by Axis agents with whom he 
had been brought in direct contact. 

Mr. Conzet made the significant and 
official announcement that the task of salvag- 
ing the logs felled in the 1938 hurricane 
was more than 90 percent finished and that 
this $13,000,000 emergency job would be 
completed my mid-summer—two years ahead 
of earlier predictions—most of the product 
having been absorbed by war construction, 
One of the remaining lots of logs—12,000,000 
feet—was stored in Turkey Pond near Con- 
cord, N. H. A portable mill was set up, 
but competent manpower for its operation 
was not available and as a last resort a 
crew of eight women was mobilized and 
trained for the work. One of this group, 
Mrs. Daisy Perkins, had a seat of honor 
at the head table and was cordially greeted 
as she arose to declare her objective as serv- 
ing the war effort by releasing manpower 
to other war activities. It had been an 
interesting and unique experience. Every- 
thing possible had been done by the officials 
in charge to insure both the safety and 
comfort of her co-workers. 

Secretary Darling conveyed greetings 
from the National association and from his 
close contacts with the Washington war 
bureaus he outlined the status of the “lum- 
ber wholesaler in the war picture and in the 
post-war era.” 


INTERCOASTAL LUMBER DISTRIBUTORS 


The Intercoastal Lumber Distributors’ 
Association held its annual meeting on Jan. 
26 at the Republican Club in New York 
City. In his review of 1942, Chairman R. J. 
Evans mentioned the suspension of inter- 
coastal service early last year and the resig- 
nation of Secretary-Manager Harry Martin. 
The association has endeavored to keep its 
members informed of the government rules 
and regulations and restrictions, and that it 
has proved its worth is attested by the fact 
that a net gain of one member over last 
year was made, with only one resignation. 
Under present conditions, this certainly is 
a record. The association is financially 
strong. It is working closely with the 
West Coast Lumbermen’s Association, look- 
ing forward to the end of the war when 
a large merchant marine gradually coming 
back into intercoastal service will need the 
association in order to take care of the 
problems that will arise. Chairman Evans 
paid high praise to Miss Battenberg, who 
has carried on capably and efficiently since 
the resignation of the secretary-manager. 

Chairman Evans warned of the peril in 
the Forest Products Service Plan, which 
is a very serious threat to the lumber indus- 
try. He said it was his understanding that 
the Smaller War Plants Corp. is already 
empowered to carry out many of the Forest 
Products Service Plan provisions and that 
the Commodity Credit Corp. has since 1936 


had authority for carrying out the plan in 
its entirety. It would be hard to find any- 
one in the lumber industry who believes a 
very large expenditure of Government money 
is now necessary or advisable along the 
lines of the Forest Products Service Plan. 
Lumber requirements last year would prob- 
ably have been met entirely without serious 
reductions in inventories had labor been 
held in the woods and at the mills, or new 
labor provided. This certainly could have 
been accomplished if, in addition to this, 
replacement and maintenance of equipment 
had been furnished and some relief given 
in excess profit tax losses, which penalized 
instead of encouraged a considerable per- 
centage of logging. 

About thirteen guests were introduced by 
Chairman Evans. 

Directors elected for the New England 
group were R. J. Evans, Clark & Wilson 
Lumber Co., and T. W. Tweedle, Guernsey 
Westbrook Co.; Baltimore - Washington 
group: A. V. Charshee, D. R. Meredith 
Lumber, Inc.; Delaware River Group: 
T. Noel Butler, Wistar Underhill Co., and 
H. M. Vivian, North Branch Lumber Co. ; 
New York group: J. A. Birkenhead, A. C. 
Dutton Lumber Corp.; W. S. Blanchard, 
Blanchard Lumber Co.; A. N. Fredrickson, 
Weyerhaeuser Sales Co; E. A. Hirsch, 
Hirsch Lumber Co., and O. N. Shepard, 
Shepard & Morse Lumber Co. 
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Old ways of logging have given place 
to the new. Mill methods have changed. But the 
high quality of Polson lumber never has changed. 

Sitka Spruce and Douglas Fir direct from our forests. Rail and water 
shipments. 


POLSON LUMBER & SHINGLE MILLS 


Division of Polson Logging Co. HOQUIAM, WASHINGTON 
































ESSENTIALS FOR VICTORY Putting Western Pines to Soak 


We are experimenting with water repellents that will effec- 
tively control dimension changes in wood so that for uses 
where a constant fit is necessary, satisfactory results may be 
assured under adverse conditions. One test is soaking repel- 
lent-treated blocks of Western Pines in water of accurately 
controlled temperature and measuring the swelling by a 
precision dial gauge. 








We lend daily co-operation and sub- 
scribe fully to the above. 


Manufacturers 


Southern Hardwoods and Yellow Pine 
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“MILLER MADE IS UP TO GRADE” 


Why not try a sample car? 





In these wartime days, as in the days of peace, the Western 
Pine Association Research Laboratory is constantly experi- 


menting to determine new values, new uses, and to improve 
MILLER & CO INC manufacturing procedures for the Western Pines. 
a9 e 


WESTERN PINE ASSOCIATION, Yeon Building, Portiand, Ore. 
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Send us your 
priority orders. 


We can make 
prompt ship- 
ment of stand- 
ard items from 
stock. 


Dependable Products Since 1888 


Coburn Trolley Track Co.,432 Lombard St.,Holyoke,Mass. 
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LUMBER 


and 


PILING 


NOW IN 
OUR 28th 
YEAR 


All Types -- All Grades 


Western Pines & West Coast Lumber 


Large and Long Timbers 
Fir Piling up to 120 Feet 


PATRICK LUMBER CO. 


Terminal Sales Building 
PORTLAND, OREGON 


Teletypewriter PD-54 
Established 1915 


Car and Cargo Wholesale Only 














Nationally Advertised 
Aromatic Red Cedar 





Packaged 
and Sealed 


GUARANTEED 





PRODUCT OF 


Geo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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Co-operation of West Coast Manu- 
facturers Wins Appreciation 


The West Coast Lumbermen’s Association 
held its streamlined wartime annual meeting 
at Tacoma, Wash., Friday, Jan. 29. It was 
quite evident that wartime economy and 
efficiency has not only reached an all-time 
high in the operations of the industry but it 
has also been effectively applied to associa- 
tion business and procedure. President Or- 
ville Miller, Secretary Greeley and Inter- 
locutor Jud Greenman had a system that 
brought about economy of time. Speech- 
making was rationed on the basis of its 
importance toward winning the war. Even 
a colonel had to show a special record to 
rate a “C” card. 

Interest in the program was evidenced by 
double the attendance anticipated and the 
continuous and rapt attention of the lumber- 
men throughout the sessions. 

The routine business of the annual meet- 
ing, consisting in the main of election of 
trustees for the various districts, and pre- 
sided over by President Miller, was disposed 
of in the first half hour of the morning 
session. 

This was followed by the session on War 
Activities of the West Coast Lumber Indus- 
try in the form of an “Information, Please” 
quiz, with Jud Greenman, Vernonia, Ore., 
trustee of the association and perennial inter- 
locutor, running the show. The _ brains 
which told the industry what they had to 
produce and how “little” they would have 
to produce it with, were supplied by repre- 
sentatives of government agencies from 
Washington, D. C., and local districts. 
Included in this panel of experts were: (1) 
For the War Production Board: Harold E. 
Holman, Lumber and Lumber Products 
Branch; Fred H. Brundage, Western Log 
and Lumber Administrator; George B. Car- 
penter, Lumber Releases Under L-218. (2) 
For the Office of Price Administration: 
Peter A. Stone, price executive, Lumber 
Branch, and Louis Gervais. (3) For the 
War Manpower Commission: General H. 
G. Windsor, director Northwest division, and 
A. F. Hardy, Washington State director 
U. S. Employment Service. (4) For the 
Lumber Procurement Office of the Corps 
of Engineers: J. F. Mahoney, principal pur- 
chasing officer, and R. L. Hennessy, in 
charge of West Coast Lumber Office. 

Loggers and lumbermen, who have often 
been called the ruggedest of individualists, 
supplied Mr. Greenman with questions which 
he fired at the defense agency representa- 
tives. These Government representatives 
quickly told the lumbermen what they must 
produce and what they could expect in the 
matter of manpower, equipment, supplies, and 
price regulations, in this war to preserve 
free enterprise and individual initiative. 

No, it wasn’t as simple as that, but the 
discussions did bring out much valuable 
information on matters of great interest to 
the members of the industry. All defense 
agency representatives expressed their appre- 
ciation of the splendid cooperation they have 
received from one of the largest and most 
important industries supplying vital war 


needs and that turned from peacetime to 
war production overnight without the delays 
for tooling up or other preparations. They 
told the lumbermen that Government depart- 
ments are quite conscious of the importance 
of lumber and of the manpower and equip- 
ment problems of the industry. The indus- 
try was acquainted with efforts now under 
way for relief for the industry and they 
were coached on how to proceed in regard 
to such matters as draft deferments for much 
needed skilled men and the consideration 
being given to the furloughing of skilled 
woodsmen already in the armed forces. 

Lt. Com. Henry N. Anderson of the Navy 
told of the changes in specifications for lum- 
ber as requirements changed from construc- 
tion to shipbuilding, airplane production 
and dunnage. Dunnage requirements present 
a growing problem. 

As to why no “E” awards have been 
made to sawmills, Mr. Brundage said recom- 
mendations have been made. Col. Sherrill 
said that there had been some controversy 
because of certain rules. He thought the 
delays that have occurred were not justified 
and promised to keep up the fight until the 
awards are made. 

In answer to the question as to whether 
there is apt to be allocation of Douglas Fir 
logs, Mr. Brundage was of the opinion that 
there may be some selective allocation of 
fir logs. There have already been alloca- 
tions of spruce and noble fir logs. He urged 
every mill to cut every log to meet military 
demands and loggers to open stands con- 
taining the type most needed, even though 
it means rearrangement of operations, and 
also to log stands making the least demand 
for manpower. 

Col. Sherrill expressed the hope that allo- 
cation of Douglas fir logs may be avoided. 

As to obtaining cutting from small mills, 
Mr. Carpenter expressed the opinion that 
was the function of the wholesaler. 

H. A. Templeton, Portland wholesaler, 
pointed out that under the auction system 
the mills get orders from the central pro- 
curement office at ceiling prices net. The 
wholesaler cannot buy and sell at the same 
price, so much of the business has been 
taken away from wholesale channels. 

Mr. Mahoney stated that small mills were 
not producing largely because they couldn’t 
finance their business and wait for govern- 
ment payment. 

Col. Sherrill stated that the wholesaler 
has a place in the business, but a satisfactory 
formula under the procurement office system 
has not yet been worked out. 

At the luncheon session, George Gerlinger, 
vice president for Oregon, presided. 

“The Lumber Industry Takes Its Part in 
the War” was the subject presented by 
Orville Miller, president of the association. 
Mr. Miller pointed out that no small part 
of the success of the war agencies in rapidly 
reaching a full war readiness was due to 
the ability of our industry to meet promptly 
all requirements for lumber. The industry 


(Continued on page 60) 
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- ¢ Reports from Lumber Markets 





Information contained in this department comes directly from American Lumberman rep- 
resentatives located in these cities. 
Baltimore, Md.; Buffalo, N. Y.; Cincinnati, Ohio: New York City: Philadelphia, Pa.: se Va.; 


Shreveport, La.:; Memphis. 
Ala.; Kansas City. Mo.; St. Louis, Mo.; Minne 
Wash.; Tacoma, Wash.; San Francisco, Calif.; 


General Review 

Trade comment from coast to coast com- 
bines to leave little room for doubt that 
government pressure for lumber supplies con- 
tinues to absorb fully 90 percent of the 
mill output of the country leaving very lit- 
tle to filter through to civilian use unless 
that use is more or less directly related to 
the war effort. Among producers and dis- 
tributors the most urgent call at the moment 
is for boards where the need is so great 
and pressing that much higher grades than 
are called for are being freely used. The 
current curtailment in fresh lumber sched- 
ules going to the mills is being more than 
offset by the drop in production volume due 
to inability to recruit logging and mill crews 
to anything approximating the cutting capac- 
ity of the mills. The Manpower Commis- 
sion in its efforts to correct this situation is 
getting its best results through the Selec- 
tive Service Bureau which is now applying 
tests to each draft registrant to determine 
whether or not he should be deferred from 
military service by reason of his training 
in any of the industries that need his serv- 
ices in a war effort, and, at the moment this 
ruling is being invoked in a special drive to 
accelerate the production of lumber by di- 
verting manpower to the lumber plants. It 
is the small isolated operation that is most 
embarrassed by failure of labor supply for 
those sections have been cleared of all “float- 
ing” wage workers who have been drawn 
away to defense plants or ship yards by the 
prevailing high wage scales. Operators of 
this type see no relief unless the work day 
can be stepped up from eight to ten or even 
twelve hours. At one recent meeting of 
manufacturers it was asserted that as these 
workers were drawing wages at twice the 
pre-war level their daily routine at the hir- 
ing halls or social centers was quite inde- 
pendent and care free and all suggestions of 
overtime work to increase production is 
promptly rejected. “There is floating man- 
power enough to turn the production tide 
upward,” said one operator, “but the trouble 
is that too many of them prefer to float 
rather than increase their efforts even at 
the current high wage per hour.” 

The above comment strikes at a vital spot 
in the lumber production program. For a 
number of months the war effort has taken 
all of the available mill supply to the almost 
complete exclusion of civilian business. To 
overcome this disparity in production and to 
meet essential requirements for the war ef- 
for the War Production Board has launched 
a speed-up program at all production cen- 
ters with the initial drive urging farmers 
and Grange leaders to cooperate in cutting 
every log possible for delivery to the saw- 
mills. This drive just launched in New 
England is typical of similar drives soon to 
be set up in all other areas. The lumber 
output in New England in 1941 reached a 
total of 975,413,000 feet against a potential 
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mill capacity of 4,057,000,000 feet. The 
sawtimber stand in the area is approximately 
56 billion feet. Fully 1500 Grange lecturers 
are appealing to their 165,000 Grange mem- 
bers in New England for all-out support of 
this drive to cut and deliver every log pos- 
sible before crop work on the farms gets 
under way in the early Spring. The hope of 
WPA is that as this drive for logs and 
lumber is organized from Coast to Coast the 
supply will move up to or above both Govy- 
ernment and civilian requirements. To se- 
cure the necessary man power is the No. 1 
problem. In any event this expansion of 
small mill operations will naturally increase 
lumber supplies at the point where most 
needed—the market for boards, and the vol- 
ume of output will be gauged largely by the 
attitude of the lumber section of OPA as 
it brings ceiling prices for common boards 
into line with the current production costs. 


Industry leaders are beginning to speak 
plainly from this economic angle. Their 
patriotic devotion to the war effort has taken 
the form of liberal purchases of Government 
bonds while they have speeded up produc- 
tion of their needed material while decimat- 
ing their stands of timber to emerge into 
the post-war period as wiser, dis-illusioned 
and financially weaker industrial units. As 
one prominent operator, guided by undoubted 
patriotic impulses declared recently at a 
trade meeting, “I have the timber and the 
organization but if the government refuses 
to regulate operating costs I must be as- 
sured that the ‘ceilings’ at which the prod- 
uct must be sold will at least cover those 
costs if I am to cut deeply into my timber 
holdings as a contribution to the war effort. 
The Washington attitude is so onesided as 
to be wholly out of balance.” 

In this connection it should be entered in 
this current trade record that both whole- 
sale and retail distributors of forest product 
to civilian buyers can neither buy or sell 
lumber in volume. Many are merely mark- 
ing time for the duration. However the part 
played by the lumber industry in supplying 
an essential war material will furnish facts 
and figures for a brilliant page in history 
depicting “when we gave the Axis the Axe.” 


Demand 


Eastern Market 


In the NEW ENGLAND area all whole- 
sale centers report a continuing flood of 
Government orders for new housing proj- 
ects and for crating and boxing lumber 
with 90 percent of the schedules listing 
boards of all widths and lengths. This 
type of orders absorbs all offerings at the 
BOSTON and SPRINGFIELD offices to the 
almost complete exclusion of civilian busi- 
ness, and when one office informs that it 
has moved 1500 carloads of hardwood lum- 
ber into export, moving largely overseas 
in convoys to serve the Allied war effort, 
one realizes that the flow of lumber is 
wholly out of normal channels. Most re- 
tail yards are remaining active but with 


skeleton crews, while many wholesale 
offices are marking time for the duration 
or turning to specialties not required in 
the war effort. In securing releases for 
shipments over the border from Canada 
there is criticism of the attitude of Ottawa 
officials in demanding that all such ship- 
ments be consigned to the ultimate con- 


sumer. Most of the lumber being moved 
in from Canada today is for boxing or 
crating. It takes a high priority rating 


and before the stock is released by Canada 
there must be approval by the proper offi- 
cer of WPB to insure that its ultimate use 
is to be exclusively in a war project, and 
we know that that officer requires abso- 
lute proof as to the end use of the ship- 
ment before approval is granted. The ac- 
cepted rules in ‘the industry governing 
trade ethics have been wholly ignored by 
many of the procurement agencies in 
Washington. In the industry itself those 
rules, developed in peace time, continue 
to govern most transactions. They will 
be in full force in the post-war trading 
in lumber. The output of many Canadian 
mills is either financed or owned by lum- 
ber distributors who should be able to 
ship it to their own order provided its de- 
clared end use entitles it to a high 
priority rating as serving an essential war 
purpose. New England war plants need 
this lumber and are driving to cut all the 
red tape possible in getting it here. The 
big $10,000,000 housing project is nearing 
completion at the South Portland ship- 
yard, but up bobs a new one from 
SPRINGFIELD to cost well over $5,000,- 
000. It calls for 1104 apartment units of 
one type and 469 to house families of 
three or more. The lumber terminal in 
CHARLESTOWN is again stacked high 
with many million feet of British Colum- 
bia fir owned by the British war office and 
brought in for shipment overseas as soon 
as ship space is available. 

In the future all hardwood required for 
truck bodies, trailers and weapon car- 
riers made under contract with Ordnance 
Department will be procured by the DE- 
TROIT Ordnance District. Bids are now 
requested by them for White Oak, Red 
Oak, Ash, Hard Maple, Beech, Hickory, 
Pecan and Yellow Birch, also Rock Elm 
and Yellow Poplar, Cottonwood and Soft 
Maple. Specification may be obtained from 
M. W. Stark, Purchasing Section, Motor 
Vehicle Branch, Detroit Ordnance District, 
1832 National Bank Bldg., Detroit. 


North Central Market 


Wartime and civilian demands for 
northern pine continue at a high level, 
according to MINNEAPOLIS sources, or- 
ders for some 2,000,000 feet having been 
received at the six large head of the 
lakes mills during the past week and 
shipments running in the neighborhood 
of 1,300,000 feet per week. Total ship- 
ments for 1942 are reported by the North- 
ern Pine Manufacturers association, with 
offices in Minneapolis, at 103,328,000 feet 
as compared with orders aggregating 105,- 
724,000 feet. Unfilled orders of reporting 
mills have reached a peak of 13,000,000 
feet, reflecting to some extent the inabil- 
ity of manufacturers to meet demands 
other than for war projects. Manufac- 
turers and retailers alike profess to see 
little hope of improvement in the situa- 
tion from the civilian standpoint, and it 
now appears that much residential re- 
modeling and repair work tentatively 
planned for early spring will not mate- 
rialize. 


Southwest Market 


The demand for lumber in the South- 
west continued unabated, with govern- 
ment orders still occupying all the atten- 
tion of the industry. Of particular de- 
mand in recent weeks in the KANSAS 
CITY area has been stress grades of 
lumber needed by the government for box- 
ing and crating purposes. This has com- 
pletely exhausted all inch-stock of lum- 
ber in the district. When the government 
was building barracks, ordnance plants 
and other military projects the request 
was for large dimension stocks, 2-inch and 
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over. With factories completed and now 
turning out huge amounts of munitions, 
tanks, guns, airplanes and parts, the need 
is great for boxing and crating the mate- 
rials for shipment to our allies. The gov- 
ernment has asked mills here to offer any 
inch stock wood, but the purchases in the 
last few weeks is far short of the amount 
needed. Wholesale volume in the Kan- 
sas City area in 1942 was 382 percent 
larger than in 1941, the Federal Reserve 
bank reported. Retail sales were 21 per- 
cent greater than in the previous year. 
The bank said that retail sales of 154 
yards in the district in December were 
10 percent larger than a year earlier but 
29 percent less than in November. 


West Coast Market 


Recession of government agencies and 
war industries from the lumber buying 
market is now becoming apparent to mills 
in the TACOMA, WASH.,, area. That this 
would occur has of course been antici- 
pated by lumber men for some time, so 
the situation is causing no consternation. 
Mill men anticipated that private buying 
ultimately will absorb much of the sup- 
ply that has been going into the war 
effort for some time. They admit how- 
ever that the switch to private buying 
has not become immediately apparent. 
Many operators feel that government re- 
strictions are still so strong that private 
buyers are reluctant to actively enter the 
market except for their more imperative 
immediate needs. They anticipate how- 
ever that these restrictions soon will be 
sufficiently reduced so that private pur- 
chasers will feel no barrier to commit- 
ments. 


Southern Market 


A poor showing, only 47 bidders were 
present at the government “lumber let- 
ting” at SHREVEPORT, where the gov- 
ernment tried to buy 15 million feet of 
lumber, mostly pine, some oak. It seems 
that only a fraction of the government 
requirements were met. Anyone who put 
in a bid got an order. There was no com- 
petition on price. 


Supply 
West Coast Woods 


For the first time in many months, pro- 
duction was brought to a virtual halt dur- 
ing the past week at sawmills and other 
lumber producing plants in the TACOMA, 
WASH., district. But it was King Winter 
and not lack of business that caused the 
stoppage. 

In an effort to increase the supply of 
peeler logs required by BRITISH COLUM- 
BIA’S wartime plywood industry, Assist- 
ant Timber Controller D. D. Rosenberry 
announces an increase in the price of 
Douglas fir peeler logs, effective January 
13, amounting to $4.50 a thousand feet. 
The new prices for No. 1 peeler logs are 
$35 per M.B.M., for No. 2 peeler logs, $29 
per M.B.M. 

This is the sharpest price increase 
granted for logs since the war began and 
it represents the determination of the 
Timber Control to do all it can to expe- 
dite production. 

3ecause of log shortage, plywood mills, 
which have orders for practically all they 
can produce for Canadian and British gov- 
ernment account, have been forced to cur- 
tail operations for months. 


Hardwoods 


Furniture is going through a change for 
the better as a result of wartime stringen- 
cies. 3eauty of grain is used more and 
more as the decoration of the new, prac- 
tical modern furniture. The idea that wood 
should be so regular in grain that it looks 
like steel, then covered over with color so 
even that grain cannot be seen, then going 


to work and decorating the piece with 
false inlays, decals, ormolu and imitation 
carving, is getting the lie in this era of 
the practical. Cabinet woods will be sold 
after the war, as now, on their inherent 
beauty, not on the lack of a_ beautiful 
grain. Beauty will no longer be classed 
as a “defect.” Furniture production for 
1943 may be as much as 15 percent below 
1942. With much hardwood going into 
boxing, even being taken away from gov- 
ernment housing, supply will be tough. 

Hardwoods are being produced at a 
rate that is still far below the sales and 
shipments average around MEMPHIS, and 
as a consequence stocks are continuing 
their decline. Hardwood manufacturers 
generally have about 50 percent of the 
quantities on sticks (drying or ready for 
shipment) than they had a year ago. The 
government is pursuing an investigation 
to determine whether there will be suffi- 
cient quantity to meet requirements. 
Heavy sales are expected to result to fur- 
niture manufacturers who report heavy 
buying at furniture show presentations. 
Prices are stable with ceiling levels pre- 
vailing. Lend-Lease is buying sizeable 
quantities of the heavier thicknesses of 
oak and ash for shipment overseas. Prices 
of hardwoods have firmed all along the 
line and ceiling levels are now the rule. 

Oak flooring continues strong, although 
only a shadow of itself as far as volume 
is concerned. Prices are stiffer than they 
were before the coming of the new year, 
due to the demand for rough oak which 
has forced the price of the raw material 
up to ceiling levels. The ceiling prices 
for the three grades for either red or 
white oak are $40, $32 and $25, respec- 
tively f.o.b., mills of manufacture (of the 
lumber). Before these prices were estab- 
lished flooring manufacturers were buy- 
ing rough oak around these levels deliv- 
ered at the flooring manufacturing mills. 
Cost of delivery in many cases runs from 
$3.50 to $4 and this, in a large measure, 
accounts for the increase in the price of 
finished flooring. Potential output has 
been reduced, too, as many flooring mills 
have changed their machinery so as to 
manufacture dimension lumber stock for 
government contracts, 


Price Ceiling Notes 


The latest price ceiling revision on 
WEST COAST logs hot off the press 
shows practically no change in standard 
grades PUGET SOUND district but raises 
in smaller sizes and species other than fir 
in the Grays Harbor, Columbia River and 
Willamette Valley districts. Most radical 
change is in prices obtainable in the Wil- 
lamette Valley district. AMERICAN LUMBER- 
MAN will furnish this list of ceiling prices 
upon request. 





Prices of sycamore lumber, scheduled for 
a ceiling reduction by the OPA, were re- 
established at prevailing levels after the 
Southern Hardwood War Industry Commit- 
tee, through Chairman C. W. Parham, 
MEMPHIS lumberman, protested against 
a slash. The OPA announced a cut of $5 
in the price of Firsts and Seconds % inch 
sycamore from the prevailing $42 level and 
$32 for the same thickness Number One 
common. After Mr. Parham’s protest the 
levels were permitted to stand. New ceil- 
ings of other thicknesses were set by the 
OPA at following levels: 


FAS No. 1 Com. 
Four Quarter ....... $47 $37 
Pave Quarter ......:. 49 39 
Six Quarter ........ 51 41 
Eight Quarter ...... 55 44 
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West Coast Lumbermen 


(Continued from page 54) 


is prepared, he said, for another year of 
determined effort, despite critical manpower 
and equipment shortages. Mr. Miller sug- 
gested that post-war plans should include 
progressive forestry, research by industry 
and local institutions in forest products, and 
constructive work in public relations—all to 
the énd of full employment under private 
enterprise. 

Ernest Dolge, Tacoma, who recently’ re- 
tired from the manufacture of high grade 
structural fir construction material, was pre- 
sented with a portfolio of wood structure 
photographs by Col. W. B. Greeley on behalf 
of the association and in recognition of the 


constructive work of Mr. Dolge in promoting 
structural grades and uses of Douglas fir. 

Col. Sherrill paid a glowing tribute to the 
lumber industry for the part it is playing in 
the war and promised he would do all in 
his power to get rid of restrictive orders 
just as soon as he thinks it possible. 

Geoffrey F. Morgan, representing Douglas 
Aircraft Co., gave a dynamic word picture 
of the part the airplane is doing in the war. 

Closing the rapid fire meeting was the 
showing of the beautiful and inspiring tech- 
nicolor film: “Wood Goes to War,” with 
Roderic Olzendam, Weyerhaeuser Timber 
Co., officiating. 

Association officers were re-elected for the 
ensuing year: O. R. Miller, Portland, Ore., 
president; C. H. Kreienbaum, Shelton, vice 
president for Washington; George Gerlinger, 
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reasons for continued fence 
shortage 


Housing America’s rapidly expand- 
ing fighting forces is a tremendous 
accomplishment. Building barracks 
demands prompt delivery of huge 
tonnages of nails, bolts, screws and 
miscellaneous hardware. Equipping 
them calls for many other wire mill 
products such as cots, coat hangers, 
mess kitchen utensils. 


Wire, rods and billets are essential 
to planes, tanks, guns and ships, 
too. That’s why Keystone’s pro- 
duction is “drafted” into the 
“march to Victory”. 


And just as soon as that march 
gains full stride — more steel may be 
spared for much needed farm fence. 
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Portland, vice president for Oregon; Jud 
Greenman, Vernonia, Ore., treasurer; Col. 
W. B. Greeley, Seattle, secretary-manager. 

Trustees at large elevated were Charles 
Ingram, Tacoma; Corydon Wagner, Ta- 
coma; and Dean Johnson, Toledo, Ore. 

John D. Tennant, Longview, Wash., was 
elected honorary trustee. H. J. Bratlie, 
Ridgefield, Wash., represents the cedar man- 
ufacturers on the board; James Bridge, Seat- 
tle, represents the independent loggers; Guy 
Haynes, Carlton, Ore., the small mills of 
Oregon, and Frank Hammerchmith, Tacoma, 
the small mills of Washington. 


New England Lumbermen 


The problem of getting lumber produc- 
tion in New England in the volume required 
by the war program was thoroughly dis- 
cussed from all angles at the annual meeting 
of the New England Lumbermen’s Associa- 
tion in Manchester, N. H., Jan. 28. The 
concensus of opinion of leading operators 
was summed up by one of this group, who 
placed lumber producers in the predicament 
of being urged by WPA to produce every 
foot of lumber possible, while OPA placed 
ceiling prices upon the product that could 
not by any stretch of imagination be made 
to cover operating costs. It was suggested 
that a third agency be brought into the pic- 
ture by inviting the War Manpower Com- 
mission to co-operate with the other two in 
developing a basis that would be equitable to 
all parties concerned. 

The principal luncheon speaker was Dr. 
Vergil D. Reed of Washington, chief of 
WPB’s general statistics staff, who discussed 
at length the desperate need in the war pro- 
gram for a greatly increased output of box 
and crating lumber for use in moving food 
and munitions to the armed forces. 

In the open discussion which followed, a 
number of well informed operators presented 
a keen analysis of the production outlook. 
At base there was a woeful lack of workers 
for the woods crews, and fixed ceiling prices 
were so low and wage costs so high that all 
chance for a margin of profit from either 
large or small operations had gone. As one 
operator summed up, “We know we are at 
war, and we are willing to sacrifice our 
stands of timber to the cause, but the agen- 
cies in Washington are urging that we buy 
bonds freely, while choking off all oppor- 
tunity for earnings from our business activi- 
ties. If OPA will revise upward its ceilings 
at which our round edge lumber may be sold, 
we would perhaps be able to get our men 
back and speed up production of this essential 
material.” 

Earl H. Flanders, price specialist for OPA 
in New Hampshire, offered the encouraging 
comment that a study of costs recently con- 
ducted made it clear that the selling price 
f.o.b. shipping point for inch and _ thicker 
log run round edge pine should be moved 
up from $25 to $28. 

Arthur B. Bowler, priority official for 
WPB in the Manchester area, spoke briefly 
as did Harold L. Barnards, State director 
of ODT, and Joseph Pike, lumber advisor 
to WPB in New Hampshire and Vermont. 

At the business session in the forenoon 
the old board of officers were reelected: 
Valentine D. Mathes, Dover, president; A. 
M. Batchelder, North Chelmsford, vice presi- 
dent, and D. L. Bennett, Manchester, secre- 
tary-treasurer. 
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Mississippi Has New Secretary 

J. M. Thomas, Jr., president of Mississippi 
Retail Lumber Dealers’ Association, has an- 
nounced that Mrs. Margaret Ballou has been 
appointed secretary of that organization, suc- 
ceeding J. K. Morrison. Mrs. Ballou for 
ten years was secretary to the late W. M. 
Lockhart, predecessor of Mr. Morrison. 
Headquarters for this association are in the 
Deposit Guaranty Bank & Trust Building, 
Jackson, Miss. 


Canadian Lumbermen 

In spite of wartime difficulties, or rather 
because of them, the Canadian Lumbermen’s 
Association has decided to hold its 35th 
annual meeting in the Mount Royal Hotel, 
Montreal, on Feb. 8, 9, and 10. The tre- 
mendously increased demand of the war 
effort for lumber and the extraordinary diffi- 
culties attendant on its production and dis- 
tribution in wartime have made it highly 
desirable, in fact essential, that a war con- 
ference be held, at which the principal oper- 
ators in the trade may have an opportunity 
of exchanging views among themselves and 
personally making contact with the Timber 
Controller and other governmental officials 
who are responsible for the direction of the 
industry and all related efforts during war- 
time, advises W. J. LeClair, secretary-man- 
ager of the association. 


Northwestern's New Officers 

Following cancellation of its war confer- 
ence and annual meeting, the board of direc- 
tors of the Northwestern Lumbermen’s Asso- 
ciation was charged with the responsibility 
of electing officers and directors to succeed 
those whose terms have expired. Accord- 
ingly, the directors met last week and elected 
the following officers: President, Mark H. 
Alexander, M. S. Alexander Lumber Co., 
Owatonna, Minn., and vice president, “Art” 
E. Munch, Merrill-Schaaf Lumber Co., 
Pierre, S. D. Glen R. Newton, who retired 
as president after having served for two 
years, was elected a director; Neal G. Chase, 
Sheldon, Iowa, was also elected a director. 
R. C. Volkert was re-elected to act as secre- 
tary during the absence of Ormie C. Lance, 
who is with the Army air forces. 


Secretary Resigns 


E. E. Woods, secretary-manager of South- 
western Lumbermen’s Association, Kansas 
City, Mo., for the last sixteen years, has 
tendered his resignation and will join his 
brothers in managing the O. E. Woods Lum- 
ber Co., line yard operators. Mr. Woods 
will leave as soon as a successor is appointed. 


Canadian Wholesalers 

The Wholesale Lumber Dealers’ Associa- 
tion Inc., at its annual meeting held in To- 
ronto, on Jan. 11, elected F. V. Wilson, of 
the Canadian General Lumber Co. Ltd., 
Toronto, its president for the year 1943. 
Nelson Clark, of Clark & Smith, Weston, 
Ont., was elected vice president. The other 
four directors elected were A. G. Wilmot, 
Canfield-Wilmot, Ltd., Woodstock; R. J. 
Holland, Robertson, Stark & Holland, To- 
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ronto; C. H. Belton, Laidlaw, Belton Lum- 
ber Co. Ltd., Sarnia; and A. E. Read, Read 
Bros. Ltd., Toronto. Honorary memberships 
in the association were extended to W. J. 
LeClair, manager of Canadian Lumbermen’s 
Association, Ottawa; M. M. Walker, To- 
ronto manager for Canadian Lumbermen’s 
Association, and E. D. Hutt, Toronto, editor 
of Canada Lumbermen. 


Opens Branch Office 

The Southern California Retail Lumber 
Association, which moved its general offices 
from Los Angeles to San Diego in 1941, 
has reestablished a branch office in Los An- 
geles at 111 West Seventh Street, where 
association manager Orrie W. Hamilton 
will be available the latter part of each week. 

Desire to provide Los Angeles area mem- 
bers of the association more convenient con- 
tact with the office prompted the move. The 
bulk of association activities will continue 
to be handled from the main office in San 
Diego. 


Coming Conventions 


Feb. 8-9-10— Canadian Lumbermen’s As- 
sociation, Mount Royal Hotel, Montreal, 
Que. Annual. 

Feb. 9-10—Illinois Lumber & Material 
Dealers Association, Sherman Hotel, 
Chicago. Lumber war conference. 

Feb. 10-11—Lumber Dealers’ Association 
of Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual. 

Feb. 15-16—West Virginia Lumber & 
Builders’ Supply Dealers’ Association, 
Frederick Hotel, Huntington, W. Va. 
War conference. 

Feb. 16-17— Wisconsin Retail Lumber- 
men’s Association, Milwaukee Audito- 
rium, Milwaukee, Wis. Annual. 


Feb. 18-19-20— Ontario Retail Lumber 
Dealers Association, Inc., Royal York 
Hotel, Toronto, Canada. Annual. 


Feb. 22—Northern Indiana & Southern 
Michigan Retail Lumber Dealers’ Asso- 
ciation, South Bend, Ind. Annual. 


Feb. 25—Southwestern Iowa Retail Lum- 
ber Dealers Association, Council Bluffs, 
Iowa. Annual. 

Feb. 25—Virginia Building Material As- 
sociation, John Marshall Hotel, Rich- 
mond, Va. War conference. 


Feb. 25-26—Nebraska Lumber Merchants’ 
Association, Omaha, Neb. War confer- 
ence. 

Feb. 26—Western Pine Association, Port- 
land, Ore. Annual. Committee meetings 
previous day. 


March 4-5—Tennessee Lumber, Millwork 
& Supply Dealers Association, Hermitage 
Hotel, Nashville, Tenn. War conference. 

March 5-6—Utah Lumber Dealers’ Associa- 
tion, Hotel Utah, Salt Lake City, Utah. 
Annual. 


March 9-10—North Dakota Retail Lumber- 
men’s Association, Fargo, N. D. Annual 
convention and conference. 


March 10-11—Louisiana Building Material 
Dealers Association, Roosevelt Hotel, 
New Orleans, La. 


March 18—New Jersey Lumbermen’s As- 
sociation, Robert Treat Hotel, Newark, 
N. J. Annual. Tentative. 

April 8—Florida Lumber & Millwork As- 
sociation, Jacksonville, Fla. War Con- 
ference. 

April 12-13—Lumbermen’s Association of 
Texas, Plaza Hotel, San Antonio, Tex. 
April 13—Texas Line Yard Retail Lumber 
Dealers’ Association, San Antonio, Texas. 

Annual. 





* 


REG. U. S. PAT. OFF. 


SAMSON SPOT 


SASH CORD 


REG. U. S. PAT. OFF. 





The Most Durable Material 
for Hanging Windows 


By specifying and using Samson 
Spot Cord for hanging windows, 
with suitable weights and pul- 
leys, you obtain perfect balance 
by a time-tested method. You also 
guard against the use of inferior 
unidentified cord. 


SAMSON CORDAGE WORKS 
Boston, Massachusetts 
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When you buy War Bonds and 
Stamps. you help to keep the star 
of Freedom aglow, lighting 
America’s way to Victory. 
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GREGG 
Sectional Kitchen Cabinets 


Factory assembly eliminates all but 
minimum of labor for installation. 
Sturdily constructed of toxic-treated 
pine (without counter, splash board, 
finishing end and hardware.) 

N Wall Cabinet 2-6 $14 4 F. 0.8. 

E-B Drawer Case 2-8 * Nashua 

Individually packaged. Total weight 91 Ibs. 
Sold only through recognized dealers. 
To avoid credit delay, send check 
less 2%. 


Catalog on Request 


GREGG & SON 


queuesNASHUA, NEW HAMPSHIRE 
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- - « PEOPLE & PLACES 





Personal Items 

Huttig Sash & Door Co. announces the 
retirement of A. D. Jett and the appoint- 
ment of Creighton C. Graves as manager 
of its Dallas (Tex.) plant and warehouse, 
operating as Huttig Sash & Door Co. of 
Texas. 

Gulf Coast Lumber Co. has succeeded 
the Fitzroy-Harris Lumber Co., Biloxi, 
Miss. The business will be operated as a 
co-partnership, with W. A. Chandler, who 
was for a number of years general super- 
intendent of Great Southern Lumber Co., 


Bogalusa, La., and now is general mana- 
ger of Southern Gulf Lumber Co., Mobile, 
Ala., as silent partner. Charles W. 
Chandler, formerly with Great Southern 
Lumber Co. and Mendenhall Lumber Co., 
Mendenhall, Miss., will have charge of 
yard and warehouses; and R. B. Vaughn, 
also for a number of years connected with 
the Great Southern Lumber Co. as assist- 
ant superintendent and more _ recently 
manager of Hogue Lumber & Supply Co., 
Gulfport, Miss., will serve as_ resident 
manager of the new company. 





FRANKLIN 
Liquid Hide GLU 


y : 





for 


Saves time and money. A 
genuine liquid hide glue that 
needs no heating, mixing or 
preparation. Comes to you 
ready-to-use. 


With Franklin Glue, there's 
no loss of strength or 
spread; no loss from sour- 
ing or waste of unused mix- 
tures; no chilled joints. 


Leading furniture makers, 
showcase manufacturers, 
stair builders and other 
woodworking plants use 
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FOR YOU, 
MILLWORK WAYS 


REE 
TEST SAMPLE 


Whether for use 


Franklin Glue. in your own mill or ter pint can. 
for resale, you ee 
GALLON should know the qual- ee 
sapapage ity of Franklin Glue. VaePINT | 
Please use your business 
15-GALLON letterhead when requesting 
.30-GALLON free sample. 
55-GALLON THE FRANKLIN GLUE CO. 


COLUMBUS, OHIO 









for 
RETAIL 


Franklin Glue is a favorite 
with home-craftsmen, car- 
penters, schools, hotel and 
hospital maintenance men. 





National advertising in 
leading publications stimu- 
lates demand and builds a 
steady, profitable trade. 
Attractive 3-color coun- 
ter display is furnished 
free; mounts one-quar- 














Lieutenant-Commander Walter W. Kel- 
logg, former member of the lumber firm 
of Kellogg Lumber Co., Monroe, La., and 
recently purchasing agent at Memphis, 
Tenn., for ship timber for the Navy De- 
partment, has been promoted to Deputy 
Co-ordinator for Hardwood Lumber, U. 
S. Navy, at Washington, D. C., to succeed 
C. K. McDowell, recently resigned. Lieut.- 
Comm. Kellogg has taken over his new 
duties. Lieut. James R. (Jimmie) May 
will continue in charge of the Memphis 
office. 


Grant Hall, of the Seattle staff of A. C. 
Dutton Lumber Corp., of Poughkeepsie, 
N. Y., has assumed his duties as manager 
of the Pacific Northwest district for that 
company. Mr. Hall succeeds the veteran 
lumberman Leonard Schumaker, for many 
years in charge of the Pacific Coast activi- 
ties for the Dutton organization, who re- 
signed his position and retired from active 
business Jan. 1. Mr. Hall has had long 
experience in the lumber manufacturing 
and wholesale business. 


Following the departure of T. S. “Ted” 
Walker, vice president and manager of the 
lumber division of The Red River Lum- 
ber Co., Westwood, Calif., to assume his 
duties as a lieutenant in the U. S. Navy, 
the following changes in management 
were made: Kenneth R. Walker has taken 
over management of logging operations, 
in addition to the timberlands division of 
which he was manager; and C. E. Priest, 
former assistant manager, has been made 
acting manager of the lumber division. 


Julian P. Patterson has been promoted 
from assistant to general sales manager of 
Grayson Lumber Co., Birmingham, Ala., 
announced Claude H. Grayson, president. 
He succeeds T. B. Richardson who has 
resigned to open his own business. 


S. J. Higgins, personnel manager of 
Lumbermen’s Mutual Casualty Co., Chi- 
cago, has received a lieutenant’s commis- 
sion in the Navy. He is due to report for 
indoctrination at Fort Schuyler, N. Y., on 
Feb. 15, after which he expects to handle 
personnel work on the West Coast. 


Sam Stevens, who for the past two 
years has been secretary of the Houston, 
Texas, local lumbermen’s association, and 
later joined the War Production Board at 
Dallas, has now been named Regional 
Lumber Advisor for the Houston district 
of WPB, and has been headquartered at 
1020 Electric Building, Houston. Mr. 
Stevens’ services will be devoted entirely 
to the assistance of sawmills and lumber 
producers in increasing their output of 
lumber for the war effort. 


Lacy H. Hunt, of Tilford-Hunt Lumber 
Co. and vice-president of Nacogdoches 
County Lumber Co., both of Nacog- 
doches, Texas, was a recent visitor to 
Washington, where he attended a meeting 
of the Lumber Advisory Committee of the 
WPB. Mr. Hunt also attended the gov- 
ernment lumber lettings held during Jan- 
uary in New Orleans and Houston. 


Called by D. W. Thompson, secretary- 
treasurer of the Angelina County Lum- 
ber Co., Keltys, Texas, a special meeting 
of lumber manufacturers, loggers, and 
mill men located in east Texas was held 
in the Angelina Hotel, Lufkin, Texas, on 
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Jan. 23. Sam Stevens, recently appointed 
Regional Lumber Advisor for the WPB 
was present at the meeting and vital . Shepherd Lumber Shepherd Brothers 
problems of production were discussed. . 
Mr. Thompson acted as chairman of the C ’ C 
meeting. 0 rporation ompany 

Capt. Wilfred (Billy) Seaver, formerly S age ea Wholesalers 
district sales manager for E. L. Rea Co., a Southern Yellow Pine 
at Jamestown, N. Y. General Offices: . 
has been appointed Shepherd Bldg., Shepherd Bide. 
neg Prema 5 eo Montgomery, Alabama Montgomery, Alabama 
(Mont.) A ry Ai Sales Office: Sales Offices: 
ee Cay ay Boe 815 Fisher Bldg.. 815 Fisher Bldg., 
os Sona: te ee Detroit, Mich. Detroit, Mich. 
of properties and Plants: Jacksonville, Florida 
supplies at the Great e Montgomery, Alabama Wholesale and Distributing Yard: 
Falls base. He was McRae, Georgia Jacksonville, Florida 
a flier in the British 
air force in the last 


war and has 19 Ger- 
man planes to his 
credit, ranking sec- 
ond to Capt. Eddie 
Rickenbacker in the 
number of enemy 


tone ‘Pine PUUIe Lanier (pan 


He was decorated ny ; oe BELL BUILDING 








four times. Now a United States citizen, ° 
he offered his services to his adopted country Pine MONTGOMERY ALA. 
t when the Japanese attacked Pearl Harbor. ’ 


1 Charles H. Edwards, long connected Cypress Specializing in 


with the Seattle wholesale lumber and 


: ; : ; KILN-DRIED POPLAR 
shingle business, has been appointed Yordwoods 














, Lumber Consultant to the legal depart- Solid or Mixed Cars of Pine, Hard- 
“ ment of the Office of Price Administra- woods, Oak Flooring. 
tion, Seattle Division AIR-DRIED or Complete Planing Mill facilities. 
° ‘ - KILN DRIED Modern fan-type cross-circulating 
1 U. S. Navy Department has opened a . Dry ae — se : 
f feld office in Lexington, Ky., to direct the gg bog fam. iss., Notasulga, Serving bm hander trade 
- purchase of hardwood lumber in nine 





southern and mid-western States. Lieut. 


S O. M. Parsley is in charge of the office, 
which, he said, would deal with sawmills O O e et 
f in Kentucky, Tennessee, North Carolina, 


Virginia, West Virginia, Ohio, Indiana, 


Illinois, and Michigan. . 
T Lieut. Calvin Moore, formerly manager O d. f S 
n of Woodson Lumber Co., Bryan, Tex., r er Or pring 
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e has been assigned as a recruiting officer in 

Houston, Tex., under Lieut. Col. Chase P. adder sales time will soon be here. Storm 
‘ Kirkpatrick, and has been charged with adele te conte die Sew ae 
‘ the responsibility of recruiting upwards of sai tai ° peas . ™ — i 
d 1,000 WAAC’s for the Armed services by Painting to do. Gutters to fix. Home owners 
t March 31. will be doing much of their own decorating 
ul J. W. Threadgill has announced the this spring. Farmers will want ladders. 
“t purchase of the entire stock of Threadgill 
it Lumber Co., Lexington, Tenn., from his [et Babcock Spruce Ladders help you maintain 
r. brother, H. H. Threadgill, who will retire ales eile ail : 
ly from the lumber business. The transfer SP!!S Sates volume. 
af of stock to J. W. Threadgill and family 
5f will make no change in the finances and 


stock invested in the business, but it does 
change the personnel. In the new setup, 





af J. W. Threadgill will be president and gen- 
‘4 eral manager; J. E. Threadgill, vice presi- 


a ident; Paul R. Threadgill, treasurer, and 
x John W. Threadgill, secretary. J. E. 


Sample Ladders Furnished 





“4 Threadgill has worked for the company for Display 

for a long time; John W . Threadgill, now Get these ladders in your show room. 

vil in the army air corps, will take his place They'll help sell themselves. Many a 
in the business when he returns from the customer who comes for building ma- 
Army, and Paul R. Threadgill, who has terial will want a ladder, too. Try a 

y- been connected for the past nine years sample shipment. WRITE FOR OUR 

n- with Threadgill & Reed Lumber Co., at LADDER FOLDER and full informa- 

| sae Tenn., will move to Lexington, ee 

nd enn., to assume his duties with the com- Th W WwW B be k C 

1d pany. All three are the sons of J. W. e . . a oc 0. 

on Threadgill. 


Step ladder inspection in Babcock factory. Bath, New York 
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HUTHER Bros. 


Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves, 
any width, with or 
across grain. Guaran- 
teed to do your work 
satisfactorily. 





SUPER- 
QUALITY 
SAWS 

Favorites for over 53 
years. Today, write for 
catalog of complete 

Huther line. 


Huther Bros. Saw Mfg.Co. 


Rochester, N. Y. 








Direct Importers of 


BALSA WOOD 
ROSEWOOD 


STOCKS IN PORT FOR PROMPT SHIPMENT 


F.C. LUTHI & CO., 242 Balter Bid 














SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS g FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 30 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











Sott Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 


Those who know 
“Diamond Hard” 
Maple and Birch flooring 
prefer it above all others. 
We invite you to get ac- 
quainted with this quality 
flooring. 








Business Changes 

ALABAMA. lLeeds—Leeds Lumber Co. 
succeeded by Leeds Lumber & Mill Co., 
Inc. 

CALIFORNIA. Castella—Ralph E. 
Yoder and Joe Crahane have sold their 
lumber mill here to Ed Lessard, who with 
some associates of Klamath Falls will 
operate it under the name of Crags Lum- 
ber Co. 

Dunsmuir—Dunsmuir Lumber Co. mill 
has been leased by Ralph Yoder and Joe 
Crahane, proprietors, to Dan Rygel, who 
is now operating it. 

Greenville—Cheney Lumber Co., Inc., 
and Pease Lumber Co. here succeeded by 
Cheney California Lumber Co. 

Los Angeles—MacDonald & Bergstrom 
succeeded by L. W. MacDonald. 

San Juan Capistrano—Capistrano Lum- 
ber Co. succeeded by Barr Lumber Co. 

IOWA. Adaza, Churdan, and Westside— 
D. Milligan Co. at three foregoing towns 
succeeded by E. A. Milligan & Son. 

Beech—Iowa Lumber Co. here sold its 
assets to Victor Maxwell, who has man- 
aged the yard for over twenty years and 
who will perhaps operate as Beech Lum- 
ber Co. 

Cooper and Farlin—D. Milligan Co. at 
these two towns succeeded by Milligan 
Bros, 

Jefferson—D. Milligan Co. succeeded by 
Milligan Bros. and E. A. Milligan & Son. 

KANSAS. Norton—Aldrich-Garton Lum- 
ber Co. has sold its stock to Norton Lum- 
ber Co. and is dissolving partnership. 

Quinter—Quinter Lumber & Supply Co. 
succeeded by Matck-Welling Lumber & 
Supply Co. 

KENTUCKY. Louisville—Gernert Bros. 
Lumber Co. succeeded by Gernert Lumber 
Co. 

Sadieville—Sadieville Coal & 
Co. now Known as McCabe Co. 

MISSISSIPPI. Bilox i—Fitzroy-Harris 
Lumber ¢o. succeeded by Gulf Coast Lum- 
ber Co. 

MONTANA. Polson—Dewey Lumber Co. 
purchased by Flathead Pulp & Paper Co. 
of Missoula, who will expand the mill and 
use it as an adjunct to the pulp and paper 
company after the war. Present plans 
include increased production of lumber 
and railroad ties and manufacture of ply- 
wood, compressed logs and insulated ma- 
terials. The Missoula concern will take 
over operation of the mill April 1. 

NORTH CAROLINA. Cove City—Poca- 
hontas Lumber Co. sold its entire holdings 
here to Atlas Plywood Corp., who will 
manufacture lumber there for exclusive 
consumption of its box plants. 

OHIO. Monroeville—Schneider Bros. suc- 
ceeded by Schneider Lumber & Supply Co. 

OKLAHOMA. Oklahoma City — Tibbs- 
Dorsey Manufacturing Co. succeeded by 
P. W. Tibbs Manufacturing Co. 

OREGON. Portland—MacDonald & Berg- 
strom succeeded by L. W. MacDonald. 


Incorporations 

OHIO. Cambridge—Andrews Lumber & 
Box Co., Ine., incorporated by William C. 
Jackson, Alfred R. Burbeck, Lester A. 
Kurtz and George D. Dugan. 

CANADA. BRITISH COLUMBIA. Van- 
couver—Garibaldi Sawmills, Ltd., 475 
Howe Street, incorporated under Provin- 
cial Companies’ Act; company is engaged 
in business as sawmill owners and opera- 
tors. 

Victoria—Northwest Bay Logging Co., 
Ltd., 626 West Pender Street, incorporated 
under B. C. Companies’ Act. Authorized 
capitalization has been set at $1,000,000. 
The firm will carry on business as logging 
owners and operators. 


Casualties 

MASSACHUSETTS. Boston— Palmer & 
Parker Co. had four of its seven buildings 
in the mahogany sawmill plant, including 
the mill, power plant, and two storage 
buildings, destroyed by fire, with loss ap- 
proximating $250,000. The plant was en- 
gaged exclusively in cutting and process- 
ing mahogany to fill war orders for the 
Government. The plant will be restored 
as rapidly as possible and production re- 





Lumber 


sumed. In the interim, it is noted that 
the company has a good supply of logs on 
hand, 

OHIO. Youngstown—Wickliffe Lumber 
& Supply Co. destroyed by fire, with loss 
estimated at $100,000. 


New Ventures 

OHIO. Cardington—Cardington Mill 
Products Co. organized to manufacture 
wooden ordnance boxes. 


New Mills and Equipment 

ARIZONA. Winslow—Whiting Bros. are 
erecting a sawmill about 40 miles south of 
here, with a capacity of 30,000 board feet 
per day, to cut timber for which they 
have contracted with the Forest Service. 


Obituaries 

LEROY ALLEBACH, 62, a director of 
Meadow River Lumber Co., Rainelle, W. 
Va., and prominent in affairs at Charles- 
ton, W. Va., where he made his home, died 
Jan. 16. 


GEORGE A. BUGBEE, 70, president of 
Mount Pleasant Lumber Co., Mt. Pleasant, 
Mich., until his retirement in 1940, died 
Dec. 31 at his home there. He had been 
in ill health for the past four years. He 
is survived by his widow, four daughters, 
and three sons. 


JOHN A. FAGAN, 64, a partner in the 
lumber and packing box firm of James 
Fagan & Son, New York City, died Jan. 
19 at his home there after a long illness. 
He is survived by a son in the Army air 
forces, two sisters and a _ brother. 

RICHARD LEON HAYDON, SR., 5352, 
owner-operator of Haydon Lumber Co., 
Texarkana, Ark., and a civic and business 
leader there, died of a heart attack at his 
home in that city on Jan. 15. His widow, 
two sons, a daughter and his mother sur- 
vive. 

GEORGE HUFFSTODT, 79, vice presi- 
dent and treasurer of Davis & Hopkins 
Lumber Co., Princeton, Ill., died Jan. 4 at 
his home there following an illness of 
three weeks. He had not been active at 


his work for the past two or three 
months. Surviving are his widow, two 
daughters, two grandchildren, and four 


great-grandchildren. 


AXEL G. HANSON, 78, retired vice pres- 
ident and general manager of White River 
Lumber Co., Enumclaw, Wash., died Jan. 
19 at his home there. Born at Boras near 
Gottenborg, Sweden, Oct. 10, 1864, he, with 
his father and brother Charles came to 
the United States in 1883. The father 
went to Seattle and, having been a saw- 
mill operator in the old country, it was 
not long until the Hansons were engaged 
in lumber manufacturing in the great 
Douglas Fir region. In 1897 the Hansons 
bought a plant at Enumclaw and there 
under the corporate name of White River 
Lumber Co. it has been operating ever 
since. A. G. Hanson was always particu- 
larly interested in the sales end of the 
business and had a wide acquaintance 
among retail lumbermen throughout the 
middle west where he was a frequent vis- 
itor for many years of his business life. 
Because of poor health, Mr. Hanson had 
not taken an active part in company af- 
fairs for the past few years. Survivors 
include his widow and three sisters. 


ROBERT W. HARTPENCE, 71, former 
president of J. F. Glasby Lumber Co., 
Newark, N. J., died Jan. 13 at his home 
in Irvington, N. J., after two years of 
illness. He had retired from the lumber 
business seven years ago. Surviving are 
a daughter, a brother, and one grandchild. 

FRED C. KNAPP, 77, prominent Pacific 
Northwest lumberman and timberman of 
Portland, Ore., died suddenly in a Portland 
hospital, Jan. 24. Born in Saginaw, Mich., 
he engaged in lumber manufacture in the 
great pine forests of Michigan. In 1904 
he went to Portland and established the 
Peninsula Lumber Co., which operated one 
of the important manufacturing plants of 
the Douglas fir area. He was active both 
in civic and industry organizations. For 
years he was a leader in the Oregon- 
Washington Lumber Mannfacturers’ Asso- 
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DYKE BROS. 


Mfrs. and Jobbers of Building Materials 


Little Rock, Ark. Dallas, Texas 

Fort Smith, Ark. Texarkana, U. S. A. 

Oklahoma City, Okla. Memphis, Tenn. 

Kansas City, Mo. Chattanooga, Tenn. 

Joplin. Mo. New Orleans, La. 

Shreveport, La. Birmingham, Ala. 
Houston, Texas 
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LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 
410-22 Maritime Bldg. NEW ORLEANS, LA. 
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Kansas City, Mo. 














COMFORT 


Every room in 
DEWITT OPERATED HOTELS 
is comfort-planned 
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NEIL HOUSE 
Inu Lancaster, O. 
THE LANCASTER 
In Coming, N.Y 


THE BARON STEUBEN 
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THEO. DeWITT 
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ciation and later when that organization 
was merged with the Pacific Coast and 
Western Washington Lumber Manufactur- 
ers association to form the present West 
Coast Lumbermen’s Association, he was 
prominent in the councils of that group. 
During World War I he was engaged in 
shipbuilding. For the past decade he had 
been operating a timber brokerage busi- 
ness. Survivors include a daughter, a son, 
and four grandchildren. 


JOHN LEE, 85, who with his brother 
had operated the Lee Bros. Lumber Co., 
Rice Lake, and other sawmills in Wis- 
consin, died in his sleep at his home in 
Rhinelander, Wis., Jan. 6. His death was 
unexpected, as he was in excellent health 
despite his advanced age. He had retired 
as mill supervisor of Brown Bros. Land 
& Lumber Co., Saxon and Bessemer, Mich., 
in 1938. His widow, four daughters, and 
two sons survive. 


WILLIAM TILFORD LAWTON, 87, ac- 
tively engaged in the lumber business 
until a few months ago, died Jan. 22 at his 
home in Baltimore, Md. In 1819 his grand- 
father, Joseph Thomas founded the busi- 
ness which, since 1840, was carried on as 
Joseph Thomas & Son, specializing in mill- 
work and fine interiors. He is survived by 
his widow, a daughter, and two sons, one 
of whom, William C. Lawton, is New York 
representative of Burritt Lumber Sales Co. 


MATTHEW H. POTTER, 87, for many 
years connected with the lumber business 
in Morrison, Ill., died at his home there 
Jan. 10. He had been in failing health 
the past year and was bedfast the last 
two or three weeks. In 1924 Mr. Potter 
retired from Potter & Sons and the busi- 
ness, greatly enlarged in past years, was 
taken over by his three sons, Albert M., 
Warren J., and Matthew B. Potter, who 
are operating it at present as Potter 
Bros. A daughter, nine grandchildren, 
and one great-grandson survive besides 
his three sons. 


WALDO RAINES, 50, president of Car- 
nation Lumber Co., Forest Grove, Ore., 
died Dec. 4 in a Portland hospital, where 
he had been a patient for several days, 
suffering with a heart ailment. For sev- 
eral years he was a member of the West 
Coast Lumbermen’s Association grading 
rules committee. Survivors include the 
widow, a son, two daughters, two broth- 
ers, a sister, and his mother. He was an 
overseas veteran of the first World War. 


GORDON E. REYNOLDS, 61, president 
of Reynolds Bros. Lumber Co., Albany, Ga., 
immediate past president of the National 
Hardwood Lumber Association. He had 
long been identified with the practical 
conservation movement of the. South, 
which he described as including not only 
reforestation and protection of forests, 
but also protection of wild life and prac- 
tical development of agriculture. Mr. 
Reynolds was a noted horseman. He de- 
veloped a large cattle ranch and largely 
financed his reforestation projects by rais- 
ing beef cattle on a large scale. Besides 
his widow, he is survived by two daugh- 
ters, two sons, the eldest of whom, James 
E. Reynolds, has been in charge of lumber 
production and sales for several years and 
will continue the business. 


FRANK V. STEVENSON, 75, retired Pa- 
cific Northwest lumberman, died Jan. 7 at 
his home in Puyallup, Wash., following a 
long illness. For a number of years he 
was engaged in the sawmill business in 
Puyallup with his brother, the late James 
E. Stevenson. Survivors’ include his 
widow, two sons, and a daughter. 


HARRY BRADLEY WAITE, 77, lumber- 
man and banker, died at his Minneapolis, 
Minn., home Jan. 9 after a brief illness. 
In 1895 Mr. Waite organized the H. B. 
Waite Lumber Co. of Minneapolis. The 
firm handled white pine and West Coast 
lumber and shingles and became owner of 
several mills, and transfer sheds at Min- 
nesota Transfer. Mr. Waite disposed of 
his lumber properties in 1928 and devoted 
his time to banking and other financial 
affairs. He is survived by two sisters, a 
grandson, and a granddaughter. 





We Are Now in position to furnish 


“Victory” Grade 
Oak Flooring 


in addition to regular length oak 
flooring, also 4/4 oak dimen- 
sion, either finished or semi- 
finished. Also solicit commer- 
cial kiln drying. 
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W. R. Wrape Stave Co. 


Post Office Box 182 
Little Rock, Arkansas 











UNITED BUILDING and LOAN ASSN. 
519 Garrison Ave. - Fort Smith, Ark. 
4% Current Dividends 


Principal Insured by Agency of U. S. Govt. 
Inquiries Invited 


FRANCIS W. DYKE, pres. NATHANIEL DYKE, JR., sec’y 








C. V. CLARKE 


TIMBER ESTIMATES 


Long experience plus modern methods 


605 First Federal Savings & Loan Bldg. 


P. O. Box 1385 Jackson, Mississippi 











LOOSE LEAF TALLY BOOKS 
TALLY SHEETS with Woterpsont Us Lines 
Samples and Catalog on 


Tally Cards Car Movers Hammer Stamps 
Cc 
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Books for Lumbermen 


FRANK R. BUCK & CO. 
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Lindsey 8-Wheel 
Tractor,Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 
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ADVERTISING 





How to Figure Costs for Advertising 
In Classified Department 


fs. -seeee--30 cents a line 
Two consecutive issues ......55 cents a line 

consecutive issues ....75 cents a line 
Four consecutive issues ....90 cents a line 
Thirteen consecutive issues.......$2.70 a line 


Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the er- 
der. No extra charge for copy of 
paper containing advertisement. 
Copy must be in this office on Mon- 
day prior to publication date. 

Five or six words of ordinary 
length make one line. 

Count in the signature. 
counts as two lines. 

Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 


Heading 





TOO LATE TO CLASSIFY 





Wanted—EMPLOYEES 








Wanted—LUMBER & DIMENSION 











OFFICE WORK—BOOKKEEPING 
Lumber yard located southeastern Wisconsin 
city wants man with 3A or better draft status. 
Address ‘‘D-63,"’ care American Lumberman. 





PURCHASING AGENT 
Small line-yard company handling lumber, coal, 


and feed is interested in a Purchasing Agent 
with telephone sales ability, not subject to 
draft. All replies confidential. 


Address ‘‘D-66,’’ care American Lumberman, 





WANTED 


Experienced, capable, sober man to buy, inspect 
and ship Cross ties, Switch ties, sawed stock, 
ete. in Oak, Hardwoods & Pine; to work mainly 
in West. Tenn., Miss. and Ark. for the present. 
Want a man above draft age; starting salary 
$150.00 per month, and expenses; with pros- 
pects for advancement if capable and satisfac- 
tory. Do not apply unless fully experienced. 
Give full particulars in first reply, stating age, 
experience, when available, etc. 

Address “C-61," care American Lumberman. 





Wanted—EMPLOYMENT 


SALES MANAGER 
& Hardwoods, 22 years experience, 











Yellow Pine 


buying and selling on the road, also book- 
keeper; A-1 references. Draft exempt. S. W. 
RICHARDS, box 472, Sylacauga, Alabama. 





EXPERIENCED RETAIL LUMBERMAN 


Desires position as yard mgr. Thorough knowl- 
edge of retail sales & buying, lbr. millwork, 
bldg. materials & fuel. 23 yrs. exp. Competent; 
married; Protestant. 


Address “D-54,’’ care American Lumberman. 





A-1 BANDSAW FILER WANTS JOB 


18 years experience Southern pine, Northern 


frozen hardwood. Middle aged, married. Will 
go anywhere. 
Address “D-55,"" care American Lumberman. 





SALES AND OFFICE EXECUTIVE 
Wide experience millwork and building mate- 
rials. Contemplates change. Will go anywhere. 
Address “D-59,"" care American Lumberman. 





WANTED TO BUY 
Pine TIMBER in Virginia 
or North Carolina 
Lumber TRAILERS 


Complete Planing MILL 


Answer in Detail 


HUDSON SUPPLY & EQUIPMENT COMPANY 
Box 2324 


Rosslyn, Virginia 





CARPENTERS APRONS 
Write for samples and prices. 


THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 


Wanted—EMPLOYEES 








SAWMILL SUPERINTENDENT 


20 yrs. exp. in western & southern mills from 
pond to car, Prefer job with med. size mill. 
Nominal Sal. & Comm. or straight salary, op- 
tional. Available any time. 


Address “D-61,’’ care American Lumberman. 





EXPERIENCED LUMBERMAN 


risen from the ranks, 15 years in manufac. & 
wholesale, bookkeeper, yard foreman, assistant 
general manager, now employed in retail yard, 
wishes change and will go anywhere on short 
notice. Age 37, married, 3 depend., draft de- 
ferred. WILLIAM GROFF, 4221 Rainier Ave., 
Mount Rainier, Md. (Washington, D. C.) 





MANAGER LUMBER & BUILDING 
MATERIALS 


Retail or wholesale, and/or commission business. 
Capable of assuming full responsibility. Thor- 
oughly experienced in buying, selling, credits, 
accounting, and managerial duties. At present 
on West Coast buying, substituting etc. lumber 
for U. S. Army Engineers. Handled one billion 
feet in 1942. Acquainted with West Coast mills 


and wholesalers and large contractors over 
United States. Have civil service status in 
wood products. Bondable, middle aged, draft 
exempt. 


Address “‘D-62,”" care American Lumberman. 





PURCHASING AGENT OR 
Highly experienced line yard man thoroughly 
familiar with retail lumber yard requirements. 
Fully qualified; age 58; married. 

Address “D-65,’’ care American Lumberman. 


ASSISTANT 








DRAFT EXEMPT MAN 
To supervise roofing and sidewall applicators. 
Must be able to get along with people. 
Address ‘‘C-82,"" care American Lumberman. 





MANAGERS 


If you feel you should be earning $25 to $50 
more per month as a yard manager, I shall be 
glad to hear from you. We can use such men. 
MAJOR LEE WELLS. Sec. Line Yard Assn., 
Omaha, Nebraska, 6210 California St. 





WANTED 
Lumber Yard Manager by well established com- 
pany located in town of 5,000. 
Address “‘D-45,"" care American Lumberman. 





IOWA MANAGER 
Capable of handling medium sized yard. Must 
have sales and drafting ability. 
“D-44," care American Lumberman. 


Address 
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FORESTER 
9% years with U. S. Forest Service, 4 years sell- 
ing. Desires connection, manager or buyer. 
Address ‘“‘D-67,”" care American Lumberman. 








Wanted—MISCELLANEOUS 








RAILS WANTED 


Principally 16-20-25-30 Ib. 
HE W. H. DYER CO. 
Fullerton Bldg., St. Louis, Mo. 





RAILS WANTED. ANY SIZE OR QUANTITY 


Particularly 20 lb. 25 Ib. 30 Ib. 35 Ib. & 40 Ib. 
Secure our price before selling. 
MIDWEST STEEL CORP., 





Charleston, W. Va. 








WANTED 


1 car 1x4 No. 2 rough ripped center to 1x2, 
bundled; may contain 20% 6’ & 8’; for delivery 
on Chicago rate. What species have you? Pop- 
ple or Basswood preferred. 
lar or Basswood preferred. 

Address “‘D. 49,” care American Lumberman. 





WANTED 


Well established firm in Northern Illinois is in 
market for Wisconsin-Michigan Hemlock, Pine, 
Norway, or other softwoods surfaced or rough. 
Truckloads or carloads. Can arrange to furnish 
grain to truckers for back-hauls. 

Address ‘‘C-63," care American Lurnberman. 





FUELWOOD WANTED 
Cordwood, slabs, hardwood sawmill edgings and 
factory wood, car lots from Illinois and bor- 
dering states. M. J. SUMMA FUEL CO., 2043 
N. Spaulding Ave., Chicago, Illinois. 





WANTED POPLAR VENEER LOGS 
Write E. L. Buchanan, Jamestown, N. Y. the 
cash price and sizes of Poplar Veneer Logs you 
can furnish fob cars, and where. 





WANTED 
10 ears Oak Tie-siding 8’-6, No. 2 dressed; can 
incude No. 1. 2 cars 1x3 & 1x4 dressed Yellow 
Pine for crating. DIAN LUMBER CoO,.,, St. Louis, 
Mo. 





BIRCH 1S & 28 KILN DRIED 
3,000’ 2”%x12” D4S to 1%”x11%” 
17,000’ 1x10”, D4S to %”x9%” 
Address “D-53,” care American Lumberman. 





WANTED 
100 cars 4/4 Hardwood or Softwood dunnage lbr. 
50 cars 4/4 No. 3B Com. Oak, S2S %. 
75 cars 4/4 No. 3 Com. Hardwoods. 
25 cars 6/4 No. 3 Com. Hardwoods, resawn in 
center, rough. 
Address “D-60,’"’ care American Lumberman. 


Wanted—USED MACHINERY 


WANTED TO BUY 


20 to 30 Ton Locomotive Crane. 
10 to 20 Ton Gas Locomotive. 
1,000 GPM Underwriters Fire Pump. 
15,000 to 20,000 Gal. Oil Tank. 
THE DARIEN CORPORATION 
49 East 41st St., New York, N. Y. 

















BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines, 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen John- 
son or Morgan Matchers, Edge Trimmers, 
Squeezers and Band Resaws, and any other box 
equipment used in box working factories. 
Address “C-78,” care American Lumberman. 





ATLAS STEAM ENGINE 


Size 14x20 or cylinder only. Light double end 
tenoner. PRASSEL SASH & DOOR CO., Box 
957, San Antonio, Texas. 





ONE USED SASH & DOOR STICKER 


With either 2 or 3 heads. B.D. Prefer with 
plow and bore attachment. 
STREETER LUMBER CO., Keokuk, Iowa 





BOXBOARD MACHINERY WANTED 


We are in the market for 1 Boxboard Squeezer 
(to take 30” wide shooks); 1 Corrugated Fast- 
ener Driver—2 head type; 2 Swing Cut-off 
Saws; 1 Boxboard Matcher; 1 Hopper-fed, Hori- 
zontal Boxboard Resaw (to take shooks up to 
20” wide). 

Address ‘“‘D-52,” care American Lumberman. 





WANTED: GANG SAW 
Capable of taking 12” cant. Describe, give price 
and full details. 
Address “D-58," care American Lumberman. 





NAILING MACHINES 
Morgan preferred. 
1—8 to 12 track Cleater, open back (or closed) 
1—8 to 12 track Framer, double row. 
1—6 Track Side Nailer 
1—Corrugated Staple Driver 
THE ROESER CO., 7737 Van Buren St., 
Park, Ill. 


Forest 





WANTED TO BUY 
Used Caterpillar Tractor, D-4 or D-6, equipped 
with winch and _ bulldozer. Good condition. 
GENNETT LUMBER COMPANY, Asheville, 
Mm... Cc. 





DEWALT 5 H.P. SAWS WANTED 


Can use as many as 10. Please advise what 

you have, condition, location and price. 
MADISON LUMBER COMPANY 

P, O. Box 1450 New Orleans, La. 


AMERICAN LUMBERMAN 














